






August 20, 1960 
th Year, No. 34 





JreNATIONAL UNDERWRITER 


—The National Weekly Newspaper of Life and A&S Insurance— 


Second class postage paid at Chicago. . 








Published weekly (with two extra issues in September) at 175 W. Jackson Blvd., Chicago 4, Illinois. 





30¢ a copy 
$7.50 a year 












The 384-page study of Blue Cross 
jans in New York state, the result of 
9 years of research under the aegis 
a Columbia University’s school of 
mblic health and administrative med- 
icine, is a monumental “compendium 
# facts and figures on hospital op- 
ation, costs, and utilization. The 
insurance department asked for the 
study after applications for substan- 
rate increases by Blue Cross. Sim- 
studies, for similar reasons, are 
ging made in other states—Maryland 
nd Pennsylvania, for example. 
Mm view of the fact that in Rhode 
jand the insurance department has 
szked for adoption of an experience 
ating plan, the conclusions of the Co- 
abia University study on this point 


















employed in the state, except for ex- 
perimental benefits or to participate in 
national accounts which are experi- 
ence rated. Many experience rated 
groups are overpaying for the care 
received, according to the study. Oth- 
ers are refusing to be a part of the 
community by demanding and receiv- 
ing special rates, Neither situation is 
desirable. 


Against Experience Rating 


The study urges the state to aban- 
are regarded as significant. Spreading 
risk through wide coverage is de- 
feated by experience rating, and the 
study urges abandonment of the prac- 
tice even to the limited extent it is 
don its policy of experience rating for 








I. Harry Wood And 
Dr. Dublin To Be 
On NALU Program 


d. ASHINGTON—J. Harry Wood, 
fanaging director of LIAMA, and Dr. 
guis I. Dublin, health and welfare 
msultant to Institute of Life Insur- 
and retired vice-president of 
Metropolitan Life, will address the 
(ALU annual convention here, par- 
itipating in the morning and after- 
pon sessions, respectively, on Thurs- 
ay, Sept. 15. 
‘Mr. Wood will moderate the sympo- 
gum on “The Challenge of the ’60s.”’ 
ther participants in the symposium, 
Whose names were announced earlier, 
will be Gov. Underwood of West Vir- 
@nia, Arch N. Booth, executive vice- 
peaent of the U. S. Chamber of 
Mommerce, and Philip F. Howerton, 
general agent of Connecticut Mutual 
at Charlotte, N. C. 

Dr. Dublin, who is the 1959 recipi- 
ent of the American Public Health 
Assn.’s Sedgwick memorial medal, will 
address the national council Thursday 
afternoon after presenting the insti- 
y tute’s 1960 public service awards to 

winning life underwriters associations. 

More than 250 local and state as- 
sociations undertook projects as part 
of the public service award program 
in 1959-60. In addition to being hon- 
ored at the NALU convention, the 
winning local associations will be 
honored later on at testimonial din- 
hers in their home communities. 
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Gen. Gruenther Named 


N. Y. Life Director 


j NEW YORK—Gen. Alfred M. 
Gruenther, president of American Red 
Cross and former supreme allied com- 
mander in Europe and commander-in- 
chief of the U. S. European command, 
has been elected a director of New 
York Life. He became head of the Red 
Cross in 1957 after 38 years service in 
the army. 











Events Listed For 
AALU Annual Meeting 


At Washington 


The Assn. of Advanced Life Under- 
writers Convention Sept. 8-10 at Wash- 
ington will start with a business ses- 
sion and election, followed in the after- 
noon by a discussion of new purposes 
and new directions for the association. 
Discussion leaders will be President 
Merril P. Arden, general agent, Na- 
tional Life of Vermont, New York City, 
and Leonard L. Silverstein, AALU 
counsel. 

From 3 to 5 p.m. Hal Nutt, director 
of the Purdue course, will speak on 
two topics, “A New Approach to Agents 
Compensation,” and “When To Tear 
Up the Buy and Sell Agreement.” 
Schroth Is Dinner Speaker 


The dinner speaker will be Thomas 
A. Schroth, executive editor of the 
Congressional quarterly, who will talk 
on the presidential candidates and the 
issues in the election. 

Friday Mr. Silverstein and AALU 
Counsel Gerald Sherman will talk on 
the proposed legislative program for 
the association and discuss problems 
involved in the interest deduction in 
financed life insurance. 

That afternoon John D. Marsh, gen- 
eral agent at Washington for Lincoln 
National Life, will talk on variable an- 
nuities and A. J. Nichols, associate pro- 
fessor of economics and insurance in 
the Butler University college of busi- 
ness administration, will talk on the 
agent of the future, with particular 
emphasis on improving the quality of 
agents. 

Saturday morning there will be a 
sales seminar addressed by four multi- 
million dollar producers, each of whom 
will tell about one of his main sales 
techniques: Harold Franklin, manager 
Canada Life, Cleveland; Philip J. Gold- 
berg, manager Canada Life, New York 
City; Lawrence Gould, Mutua! Benefit 
Life, New York City, and Albert V. 
Bianco, independent, New York City. 





Two Year Study Throws Light On 


Hospitalization Use, Costs, Rates 


health coverage of state employes. It 
recommends that efforts be made to 
narrow the difference between group 
and non-group premiums for the 
same benefits. One suggestion for ac- 
complishing this is for the state to 
modify the law and administrative pol- 
icy of the insurance department to 
permit a narrowing of the differential 
in premium between group and non- 
group coverage applicable to both non- 
profit and commercial health insur- 
ance. 

The study was made under the di- 
rection of Dr. Ray E. Trussell and 
Frank van Dyke of the university. 
Recommendations, carefully document- 
ed, could result in changes in cover- 
age that would influence commercial 
A&S. The study, of course, throws a 
good deal of light on hospital utili- 
zation. Over-utilization is a frequent 
criticism of Blue Cross plans, and it 
is implied that this has been an im- 
portant factor in forcing up rates so 
substantially in recent years. 

A study of costs in 232 hospitals in 
the state for a 10-year period demon- 
strates that wages and salaries account 
for about two-thirds of expenditures, 
the report states, and that such pay- 
rolls increased by 153% between 1947 

(CONTINUED ON PAGE 20) 


Complaints To N. Y. 
Department Up 22% 
In A Single Year 


Rise Is 33% For Those On 
Policy Provisions Or Loss 
Settlement, Report States 


NEW YORK—tThe total number of 
complaints processed and _ investiga- 
tions conducted by the New York de- 
partment rose from 7,671 in 1958 to 
9,374 in 1959, according to Superinten- 
dent Thacher’s preliminary report to 
the legislature. This is a 22.2% in- 
crease for the year. 

Of the 9,374 total, 7,260 involved loss 
settlements or policy provisions. The 
increase for these was 33%. The 
greatest percentage rise occurred in 
connection with hospital and medical 
policy cases. On these the complaints 
more than trebled during the year. 
However, this category does not in- 
clude group A&S, Blue Cross or Blue 
Shield. Total complaints on these three 
kinds of policies rose by less than 1% 
during the year. 


One-Half Were Upheld 


Of the 7,260 complaints involving 
loss settlements or policy provisions, 
a shade less than half—3,600—were 
upheld by the department. In the life 
and A&S categories, complaints about 

(CONTINUED ON PAGE 23) 






































Architect’s rendering showing New York Life’s 16-story home office addi- 
tion for which ground has been broken. The sketch, which omits the present 
home office building, was made looking northeast and shows the 27th Street 
side of the building. The facade at the left will front on Madison Avenue. The 
structure will occupy a 54,000 square-foot site covering the western two-thirds 
of the block between 27th and 28th Streets and Madison Avenue and Park 


Avenue South. 


The new addition will be connected by a two-level tunnel under 27th Street 
to the present home office building, which occupies the entire block to the 
south between 26th and 27th Streets and Madison and Park Avenue South. 
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AeNATIONAL UNDERWRITER 


Aetna Life, Nationwide Show Wide 
Range Of Policyholder Programs 


Below is the fifth in a series of 
articles on what leading insurers are 
doing in the field of policyholder re- 
lations. The National Underwriter has 
been conducting a survey on this sub- 
ject. Aetna Life and Nationwide are 
covered in this article. 


AETNA LIFE GROUP 

Almost everything the Aetna Life 
companies do is considered to have an 
effect on relations with policyholders. 
Aetna does not have a special depart- 
ment for policyholder relations but 
there are several departments which 
are specifically concerned with these 
matters. Here are some of the activ- 
ities being carried on in these areas, 
which include the agency department, 
group department, advertising depart- 


ment, information and education de- 
partment, and the recently reorganized 
policyholder’s service department. 


Provisions For Group Policyholders 


For group insurance policyholders, 
Aetna provides: 

—Flip charts and slides for visual 
presentation of an employer’s group 
plan to the firm’s employes. 

—Posters, pay-check enclosures, and 
house organ articles to help an em- 
ployer stress the value of his group in- 
surance program to his workers. 

—A special kit of informational ma- 
terials to help employers remind em- 
ployes of rising medical care costs and 
ways in which group insurance costs 
can be kept at reasonable levels. 

—A special file-folder kit explaining 


methods of handling the administra- 
tion and payment of claims by the 
employer. 

Aetna communicates with individual 
life policyholders in the following way. 

—Premium notices are employed ex- 
tensively to bring informational mes- 
sages to policyholders, as well as sales- 
promotional messages. Annually, a re- 
port on the company’s operations in 
the previous year is sent to policy- 
holders in this manner. Another no- 
tice calls attention to the higher dis- 
count now available on premiums paid 
in advance. 


“Calling Card” Furnished 


—A monthly publication, the Calling 
Card, is available to agents for mailing 
(CONTINUED ON PAGE 1%) 





Myrick, Albritton, 
To Speak At CLU 
Events Next Month 


Julian S. Myrick, Mutual of New 
York, New York City, chairman of the 
American College, and Robert S. Al- 
britton, Provident Mutual, Los Angeles, 
chairman of the Million Dollar Round 
Table, will be featured speakers at the 
CLU events Sept. 14 during the annual 
convention of NALU in Washington. 

Mr. Myrick will venture a forecast of 
the college’s future in an address, 
“Thirty-Three Years From Now,” at 
the dinner and conferment exercises of 
the college. Mr. Albritton, who is a 
CLU, will speak at a breakfast meet- 
ing. The speaker for the American 
College hour will be announced later. 

An estimated 400 members of the 
American Society will attend the an- 
nual meeting. At the conferment exer- 
cises that evening, the CLU designation 
will be given to qualifying candidates. 
Also to be given designations are the 
qualifiers among the 170 applicants for 
the diploma in agency management. 








An award of appreciation for New 
England Life is given Doane Arnold, 
2nd vice-president, underwriting, left, 
by guest conductor Harry E. Dickson 
of the Boston Symphony Orchestra for 
the company’s sponsorship of the Es- 
planade Concerts, the summer concert 
series held at Hatch Memorial Shell on 
the Charles River in Boston. 


List GAMC Speakers 
For NALU Meeting 


Roger Hull, president of Mutual of 
New York, will address the luncheon 
session, Sept. 14, of General Agents & 
Managers Conference during the an- 
nual convention of NALU in Washing- 
ton, D.C. Mr. Hull will discuss his con- 
cern over the moral laxness in politics 
and business, in a speech titled, ‘““What 
Price Freedom?” 

Other speakers will be Robert B. 
Pitcher, John Hancock, Boston, 2nd 
vice-chairman of GAMC, who will talk 
on “Rechecking Agency Plans’; Lloyd 
Lafot, New York Life inspector of 
agencies, Los Angeles, who will dis- 
cuss “Basics of Supervision,’ and 
Clifton E. Reynolds, superintendent of 
agencies of Metropolitan Life, whose 
topic will be “The Image of the Mod- 
ern Manager.” 

They will speak at the GAMC ses- 
sion following the luncheon. Also at 
this session members will vote on a 
proposal approved by the boards of 
NALU and GAMC at the midyear 
meeting which would give GAMC an 
organizational structure similar to that 
of NALU. Under the present organiza- 
tional set up, GAMC members have a 
voting voice only if they attend the 
business session at the annual meeting. 
If new rules and regulations are adopt- 
ed, local associations will vote through 
representatives at future deliberations. 


Ohio Department Warns 
Unauthorized Insurers 


The Ohio department is warning of- 
ficials of companies not authorized to 
operate in Ohio that they face criminal 
prosecution and jail terms up to six 
months and/or $1,000 fines, if con- 
victed, in a new move to crack down 
on “mail order” insurance firms. Su- 
perintendent Stowell pointed out that 
for years the department had relied 
solely on publicity to warn Ohioans 
that such firms are not authorized 
under Ohio laws. “Even if extradition 
to face trial in Ohio would prove diffi- 
cult, most of these companies fear the 
bad publicity that would result from 
an indictment,” he said. 

Mr. Stowell reported that of the 
eight firms so far warned against doing 
a mail-order business in Ohio, seven 
have replied that they will stop the 
practice. He estimated that unauthor- 
ized firms do from $25 to $30 million 
worth of business annually in Ohio. 


Pru Refrains From 
Taking Sides In 
Chrysler Co. Suit 


NEWARK—Prudential issued the 
following statement Tuesday in re- 
sponse to queries as to its position on 
the stockholders’ suit filed against 
Chrysler Corp., which in 1955 bor- 
rowed $250 million from Prudential. 
Prudential also owns Chrysler stock. 

“Prudential is a substantial creditor 
of Chrysler Corp. As such, it was 
naturally concerned by the revelations 
attendant upon the resignation of W. C. 
Newberg as president of that company. 
This concern has been increased by 
the filing of the stockholders’ suit in 
Delaware. 

“We have been in contact with both 
the Chrysler management and direc- 
tors and with stockholders who have 
brought the suit, but so far have been 
furnished neither with any proof of 
any allegations by the stockholders nor 
with the results of the management’s 
investigation. 

“We obtained a copy of the stock- 
holders’ complaint today from the Del- 
aware court, but have not yet had time 
to analyze it. 

“Our loan to Chrysler is in good 
standing and under these circum- 
stances we are not in a position to 
determine what, if any, action would 
be appropriate or advisable. However, 
we have no present intention either of 
intervening in the stockholders’ suit 
or of interfering with the Chrysler 
directors’ performance of their duties. 
We will, however, keep in as close 
touch as possible with the situation.” 


Harmelin A&S Up 50% 


NEW YORK—The Harmelin agency 
of Continental Assurance had an in- 
crease of 50% in individual A&S sales 
for the first half year. The agency led 
the company nationally in health in- 
surance premiums for 1959. 





Some of this, however, is in the form 
of catastrophe or special-risk coverage 
that licensed Ohio companies cannot 
handle. He has named a committee of 
insurance industry officials to work in 
screening the “legitimate unauthor- 
ized” business, to determine whether 
Ohio companies might expand to han- 
dle it, whether the firms presently 
doing the business are sound, and 
whether they can be persuaded to seek 
proper authorization. 
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N. Y. Life Reduces 
Skin-Diver, Foreign 
Residence Ratings 


New York Life has published , 
ratings for skin and helmet diving 
eliminated or sharply reduced gy 
premium charges for foreign reside 
and travel. 

Extra premium charge for hep 
divers now is $7 per $1,000 of life; 
surance and, for professional skip, 
vers, $5 per $1,000. SCUBA (air-tay 
divers who dive no more than 20 tip 
a year to depths of 40 feet or less x 
amateur “splash” divers can ob; 
life insurance at standard rates. Othe 
must pay an extra premium of $3, 
$1,000. 

Improved travel and living con 
tions in most parts of the world hy 
caused extra charges for foreign t 
vel (of more than three months) ; 
residence to be abolished, or sharj 
reduced. 

Extra premiums that have not be 
abolished entirely have been redug 
as much as 65%. The new rates apy} 
to people living in larger communits 
under first-class conditions and @ 
gaged in non-hazardous occupatioy 
For explorers, prospectors or travela 
to remote or unsettled areas, highs 
rates generally apply. 

As before, no extra premiums a 
required for travel or residence in ky 
rope, Australia and New Zealand anj 
under the new program, the West hy 
dies have been included in this groy 
Rates in other areas are: 

Central America—No extra char 
for Canal Zone and some states of Me 
ico; elsewhere $2 per year for ea 
$1,000 of insurance. 

South America—No extra charge it 
Argentina, Chile, Paraguay, Peru, U: 
guay and parts of Brazil; other are 
require an extra premium of $2 
$1,000, except for $7 per $1,000 in th 
central areas of Brazil. 

Africa—The extra charge has beg 
eliminated in many areas, and the a 
tra premium has been reduced to $ 

Asia—No extra charge in Iran, Ir 
Near East countries or Japan. For othe 
areas, the extra annual premium ni 
is $2 or $3 per $1,000 of insurance 

Pacific Islands—No extra charge {tj 
Guam, Midway and Wake; others { 
or $3 per $1,000 annually. 

Applications involving travel or res 
dence in areas where political cond 
tions create a special hazard are to} 
given individual consideration. 


Rosenburg Is President 
Of No. Amer. Life, A&H 


North American Life, A&H has elet 
ed Robert F. Rosenburg president. i 
has been vice- 
president of Berk- 
shire Life. 

In 1937, Mr. 
Rosenburg was 
named outstanding 
undergradu- 
ate mathematician 
in the _ United 
States in a compe- 
tition conducted 
by Prudential. He 
joined Connecticut 
General after 
graduation from 
college and was with that compall 
with time out for armed forces dul 
until 1954 at which time he becall 
assistant vice-president of Berkshit 
With Berkshire, he specialized in age 
cy, finance, A&S and reinsurance wo 





































R. F. Rosenburg 
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LIFE INSURANCE EDITION 


Picture of a man making up his mind 























What he decides is his business. Providing him with 
everything he needs to arrive at a wise decision is our 
business. At least that’s the way we look upon C.L.U. 


training for our agents. 


We make available to every New England Life agent 
flyers and brochures prepared by the society. And 
keep our General Agents posted on important C.L.U. 
affairs so that they can advise their agents knowl- 
edgeably. We make pertinent information available 
to every New England Life agent. Then, if a man 
decides to embark upon C.L.U. training, we consider 


it part of our business to offer all the encouragement 














we can, which includes the defraying of much of the 


expense of books and examinations. 

We sincerely believe the C.L.U. designation raises 
the stature of an agent... and thereby the stature of 
his company and the entire industry. But the de- 


cision is the man’s — and his alone. 


NEW ENGLAND 
Mad UF Eee 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA °* 1835 


125th Anniversary of Our Charter 
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Twice The Space For New England Life 


Plans for a major addition to double 
the size of New England Life’s home 
office building in Boston were un- 
veiled last week by President O. Kel- 
ley Anderson and Mayor John F. 
Collins of Boston. 

The wings and front of the building 
will be built up to the present 10-story 
level of the central part of the struc- 
ture. The clock tower, a familiar local 
landmark, will remain intact. 

Barring unforeseen delays, the addi- 
tion can be completed within 18 
months after the start of construction, 
which could begin this fall, Mr. Ander- 
son said. Although final cost estimates 
have not been received, he indicated 
the cost of the project would be ap- 
proximately $742 million. 


Coincides With Anniversary 


The announcement, which coincides 
with the company’s 125th anniversary 
year, was made at a press conference 
attended by the owners of abutting 
properties, city and civic officials and 
representatives of the press, TV and 
radio. 

“New England Life’s decision to 
expand at its present location is an- 
other forward step in the rebirth of 
Boston. This new construction is bound 
to stimulate future growth of the Back 
Bay area and the city as a whole,” 
Mayor Collins said. “As the company 
continues to grow, an increased num- 
ber of job cpportunities will be avail- 
able, all of which helps the city.” He 
pledged the full support and coopera- 
tion of the various city departments 
that will be involved in the project. 


More Room Is Essential 


“During the 19 years that we have 
occupied our present building,” said 
Mr. Anderson, ‘our assets have risen 
from $536 million to more than $2 bil- 
lion, while insurance in force has 
increased from $1%4 billion to nearly 








$7 billion. Our staff of full-time em- 
ployes has grown from 795 to 1,874 
during the same period. 

“More room to keep pace with our 
rapid rate of growth is imperative. 
Expansion space within our existing 
building for additional personnel and 
records will be exhausted by the year- 
end. Therefore, an addition to our 
present building or construction of an 
entirely new home office are the only 
possible solutions. 

“We like Boston and the Back Bay 








» 


NEW ENGLAND LIFE BUILDING will look like 
million expansion. The addition will more than double the office space of the 
present structure. It can be completed within 18 months after the start of con- 
struction, which could begin his fall. 





area. Consequently, after careful con- 
sideration, the board of directors voted 
that an addition would best suit our 
needs.” 


Plans Allowed For Expansion 


He revealed that allowances for the 
addition were made in 1939 when the 
original plans for the building, which 
the company has occupied since 1941, 
were drafted. The foundations were 
designed to accommodate the extra 
stories and the building exterior 
planned so construction work can be 
carried on outside existing walls with- 








‘penegect ting 


this after plans for $714 
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Shearson, Hammill & Co. 


Johnston, Lemon & Co. 


This is neither an offer to sell nor a solicitation of offers to buy 


any of these shares. The offering is made 


1,000,000 Shares 


Variable Annuity Life Insurance Company 


of America 


Common Stock 
(Par Value $1.00 per Share) 





Price $12 per Share 





Copies of the Prospectus may be obtained in any State only from such of the 
undersigned and others as may lawfully offer any of these shares in such State. 


These securities are not registered for offering or sale in the State of Illinois. 


John C. Legg & Company 


First California Company 


Dempsey-Tegeler & Co. 
Gregory & Sons 
Auchincloss, Parker & Redpath 


only by the Prospectus. 


August 10, 1960 
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out disturbing normal, daily operat, 
inside. 

Special sidewalk bridges wil] 
placed along the Boylston Street , 
of the building and at its two con, 
on Newbury Street. These will » 
company employes easy access to; 
building and leave the city sidey 
free for normal pedestrian traffic, 


More Than 100% Space Increase 


The new floors will add 248; 
square feet of office space to 4 
building’s present 202,000. Because 
the new practice of bolting insteag 








riveting steel beams, the construcigl, 


will be relatively noiseless. Wh 
portions of the existing building yy 


be removed for the new constructigl, 
work will be done after business hoi, 





The new structure will be 
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pletely air-conditioned, as is the Dred 


ent building. Five hundred truckloa 
of reinforcing steel, 6,000 tons 
structural steel and 250 freight cars, 
granite will be used in the new byj 
ing. Architects for the project wil]; 
Hoyle, Doran & Berry, successors 
the original architects, Cram & fz 
guson. 


Executive Secretary 
Group Gets Agenda 
For Pre-NALU Rally 


WASHINGTON —Thirty-five exe; 


tive secretaries of state and local 4 
sociations affiliated with Natio 
Assn. of Life Underwriters will atteyj 
an all-day conference here Sept. | 
Members of the NALU board » 
staff will also participate in t 
“workshop” session. 

Helen C. Hottenbacher, executiy 
secretary of the Maryland associatiy 
and chairman of the NALU comnii 
tee of executive secretaries, has aske 
each committee member to come t 
the meeting “prepared to present an 


successful projects which you havgl 


conducted, or any problems wi 
which you are faced.” 


Advance Copy Sent 


An advance copy of the agenda fo 
the conference has been sent to eati 
state and local executive secretary 
Among the topics to be discussed ar 
communications, membership, publi 
relations, financing, legislation, pn 
grams and leadership training confer 
ences. 

The executive secretaries will joi 
the NALU board and staff for lund 
eon on Sept. 10 and will meet i 
dinner that evening. They will also} 
honored at a dinner sponsored by Lif 
Underwriter Training Council on Ma 
day evening, Sept. 12. 

The all-day conference will precet 
the opening of the 1960 NALU annul 
convention here Sept. 11-16. 


Comments On Paying 
Fees To Bird-Dogs 


A recent editorial on sharing ¢ 
missions with accountants or lawyé 
who refer business to agents has el 
ited the following comment from Ja 
D. Garfunkel, Mutual Benefit Lit 
New York City: 

The editorial about forwarding fee 
for bird dogs, points up a conditiot 
which I think is all too widespread i 
our industry. I lost a substantial cas 
last year due to an insurance mans 
willingness to pay an illegal fee to # 
accountant. These things are, of co s 
difficult to prove, but I agree wit 


your editorial that it is not a who 


some condition. I am happy to # 


that you are focusing attention / 
this problem, which is only spoke 
about, if at all, in whispers. 
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Increase rents Will meet at Atlantic City, Au- 
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space to ff president Howard C. Reeder headed 

0. Becauseff contingent of home office officials 

ing instead fo addressed the Minneapolis meet- 

> constructing and will attend and address the 
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building mineme of Mr. Reeder’s talk was “Pros- 

constructighects for Success.” Other home office 
usiness hoyfpeakers were Paul C. Rinker, vice- 
Vill be cp president, group, and Robert B. Hamor, 


Ss is the png ice-president and director of agencies. 
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City, N.Y., Philip Belber, Newark, Al- 
exander Goldenberger, Brooklyn, and 
Leon Gerson, Chicago. 

At the Minneapolis conclave six 
agents received awards for outstanding 
sales and service performances. Pacific 
coast winners were Morton D. Weiner, 
Los Angeles, and Norman Hagan, San 
Jose, Cal. David Moskovitz, Los An- 
geles, won an award as the new agent 
of the year. In the mid-America de- 
partment, awards were presented to 
Joseph N. Desmon, Buffalo; and Will- 
iam C. Morton Jr., Fayetteville, Ark. 
Henry Mikul, Birmingham, Ala., won 
the new agent honors. 


Higher Standards For 
S. C. Insurers Urged 


South Carolina has 780 licensed in- 
surers, more than New York and 
several other larger states, William F. 
Austin, the new insurance commis- 
sioner, told the Optimist Club at 
Florence. In 1959 the state had 37,000 
agents licensed. Both the number of 
companies and the number of agents 
are “out of reason,” he said. 

He said that if the legislature will 
tighten up its admission laws, the 
insurance commission can do a good 
job of protecting policyholders. In the 
meantime, he indicated, the com- 
mission is going to do what it can. It 
will expect the company to prove a 
stable operating history over a period 
of years; to show that it has operated 
successfully in another state for three 
years; and to enter South Carolina 
from an adjoining state, not from a 
thousand miles away. 

He said one company licensed in 
Oregon which could not operate there 
entered South Carolina “to do its 
business.” It got the South Carolina 
license without trouble. His state, he 
said, has the reputation for being one 
of the easiest in the country to enter. 
Companies have operated in the state 
without enough money to pay current 
claims. In some instances, these com- 
panies were paying company execu- 
tives tremendous salaries. 

He indicated that the insurance 
department will need an adequate 
budget and staff to police companies 
properly. 


Louisiana Tripled Life 


Coverage In Past Decade 


The people of Louisiana have more 
than tripled their holdings in life in- 
surance during the last decade and 
have shown greater progress in that 
area than the U. S. as a whole, ac- 
cording to a study published by the 
Institute of Life Insurance. The statis- 
tical survey shows that ordinary life 
insurance in force has increased from 
12% to 15% in each of the past seven 
years. At the end of 1959 the total 
stood at $3.9 billion. 

Group in-force figures have doubled 
since 1954—now standing at $2.1 bil- 
lion, but the rate of growth has 
slowed up considerably in the last few 
years. At the start of 1960, citizens of 
the state had $7.8 billion in total life 
coverage, amounting to an average of 
$8,400 per family. Louisiana’s share of 
the U. S. total has risen in the past 
decade from 1.2% to 1.4%. 


Raps Inequi:ies I2 Mich. 


Employes’ Group Insurance 

LANSING—Alleged inequities in 
group plans available to the state’s 
30,000 civil service employes have 
been criticized by Sen. Greene, Grand 
Rapids. He heads a legislative study 
committee looking into recommenda- 
tions by the civil service commission 


that the state share in cost of group 
life and hospitalization plans for its 
workers. 

Sen. Greene charged that some l,- 
000 employes of certain state agencies 
actually are completely excluded from 
present group programs. He said sev- 
eral of the existing plans also are in- 
equitable. He noted that some 17,000 
classified employes participate in life 
group programs provided by three dif- 
ferent companies while about 21,000 
workers are covered under various 
hospitalization contracts. 

By systematizing and unifying the 
program, Sen. Greene estimated that 
the state could effect savings of some 
$1.5 million annually. 

Stimulus to the present inquiry was 
provided by a survey showing that, as 
of three years ago, more than half of 
385 public agencies and private em- 
ploying units having group insurance 
programs contributed toward premium 
cost. 

First National Life of New Orleans 
will erect a 12-story home office build- 
ing representing an investment of $2 
million. It is scheduled for occupancy 
the latter part of 1961, 


one of the 


ond... of the 
usiest 
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Connecticut Mutual Has 
Summer Programs For 
Supervisors, Managers 


Nine supervisors of Connecticut Mu- 
tual will begin a two-week supervisors’ 
conference on August 22 at the home 
office in Hartford. Subjects covered at 
the meetings will include recruiting, 
selection, and training of new agents. 

The conference will be conducted by 
Frederick O. Lyter, agency secretary, 
who will be chairman; Horace R. Smith 
assistant agency vice-president; Robert 
B. Proctor, James L. Russell, Ewart G. 
Walls Jr., and D. Ross Osborn, all 
agency superintendents; and G. Philip 
Peterson, assistant agency secretary. 

The company has also selected 10 
men for its sales and sales management 
program, chosen from college gradu- 
ates. The school, directed by Mr. Os- 
borne, will train the men for careers 
in either agency management or sell- 
ing. 

Insurance Securities Trust Fund of 
Oakland’s net assets climbed from 
$419,045,237 at the end of 1959 to 
$425,661,673 at June 30, 1960. 





Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Catial Life 


ASSURANCE COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 


DES MOINES 6, IOWA 


- « « but not 


ASSETS | $175 Million 
SURPLUS | $1442 Million 
INSURANCE | $620 Million 
IN FORCE 
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Equitable Society 
Reaffirms Stand On 
No-Commission Group 


Equitable Society has released the 
following letter from Vice-president 
Horace H. Wilson, written in reply to 
the letter sent to group insurers re- 
cently by Wisconsin Field Forces on 
their attitude toward the direct writ- 
ing of group insurance, with payment 
of no commissions or token commis- 
sions. 

This is written in reply to your let- 
ter addressed to President Oates which 
was received in our home office on 
June 23. We in Equitable are keenly 
interested in your communication ex- 
pressing your desire to preserve the 
agency system in the life insurance 
industry and your concern with the 
practice of direct writing of group in- 
surance. 

The society has traditionally oper- 
ated under the agency system and has 
supported it actively and vigorously 
throughout our history. As I am sure 





HteNATIONAL UNDERWRITER 


you know, we were among the first of 
the life insurance companies to re- 
cruit, train and develop our own agen- 
cy force and managerial staff. More- 
over, many of our officers, (and all 
of our agency officers), have come 
from the ranks of our agency organi- 
zation. 


Cites 1927 N. Y. Ruling 


Many years ago, in fact in 1927, the 
insurance department of New York, 
(under whose supervision we operate), 
set forth the following ruling: 

“It is the opinion of this department 
that where a group policy is written 
without the payment of commissions, 
there should be charged against the 
class to which such group belongs, 
either in the computation of dividends 
or arriving at experience rating re- 
funds and experience rating reduc- 
tions, the regular commissions the com- 
pany would have paid under its agency 
contracts if the business had been 
written through an agent. The amount 
so charged should be credited to the 
general overhead of the group busi- 
ness as a whole. This is based on the 
assumption that the commissions paid 
by the company on a risk of this kind 


would be reasonable and in no way 
excessive considering the amount of 
the premiums involved, This depart- 
ment is willing at any time to consider 
the facts in any individual case which 
might justify the modification of this 
rule in any individual case.” 

We not only abide by, but endorse 
this ruling (without ever having sought 
exception other than the well-known 
federal employe reinsurance cases) 
because by its very nature, it takes 
positive action to preserve the agen- 
cy system by precluding any financial 
inducement through direct writing of 
group insurance. 


Commissions Always Charged 


Rare instances have arisen in the 
past and may arise in the future where 
corporate entities purchase group in- 
surance without availing themselves 
of the service of a life underwriter. 
No commissions are paid in such a 
case because we can find no justifi- 
cation for making payments where 
nothing is earned. But in these rare 
cases the purchaser derived no price 
advantage as a result of this, and there 
is no erosion of the agency system. In 
any case, the number of cases written 









































Sales Schools 


fresher course 


terials. 


The 


Between now and April, Lincoln Na- 
tional Life pension sales schools will 
be conducted by home office officials 
in 30 cities throughout the country. 
Twofold purpose: 


agents interested in this profitable mar- 


ket, (2) Introduce and explain the 
Company’s new pension sales ma- 


Such activities and sales tools are 
another reason for our proud claim 


that LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Pension 


(1) Provide re- 
for all Lincoln Life 


Fort Wayne, Indiana 








August 20, } 





on such a basis is infinitesimal, 
The society has just completeq 
centennial year of service to the Ap, 
ican public. We are proud of our }, 
itage and the agency system yw); 
produced it. We intend to preg 
both in moving forward to meet; 
challenges of the future and the sq, 
needs of the national economy, 






Survey Sndleates 
Aged Can Handle 
Own Health Care 


American Medical Assn. states 
an independent national survey j 
completed by university sociologiy 
emphatically proves that the gr 
majority of Americans over 65 ; 
capably financing their own heal 
care and prefer to do it on their q 
without federal government interye 
tion. 


‘Uniquely Important’ 


Dr. Leonard W. Larson, preside, 
elect of AMA, described the study g 
“uniquely important,” and urged Cy, 
gress to “devote immediate and ca; 
ful study to the basic facts broug, 
forth in the study” before reaching j 
nal decision on medical aid legislatiz 
for the aged. 

“The study disproves some dange. 
ous misconceptions about the aged’ 
Dr. Larson said. “It shows that mi 
of these citizens are in good healt 
not sick, and are in moderately gqj 
financial condition, not _hardshj 
cases.” 


Based On Interviews 


The study was conducted by Jame 
W. Wiggins and Helmut Schoeck, di 
rector and associate director of th 
project. Both are members of the de 
partment of sociology and anthropol 
gy of Emory University. The stud 
was based on extended personal in 
terviews among 1,500 non-institution- 
alized persons 65 years of age ani 
over. The interviews were conducte 
by 100 trained interviewers under the 
supervision of professional sociologists 
representing more than a dozen wel- 
known American universities and cd- 
leges. Dr. Wiggins presented the first 
findings of the study before the fifth 
congress of International Assn. ¢ 
Gerontology at San Francisco. 

In his statement discussing the re 
sults of the study, Dr. Larson empha 
sized these facts: 

—Sixty-one percent of the peopl 
interviewed considered their health 
was good; 29% thought it was fair, ani 
only 10% thought it was poor. 


Decide Against Treatment 


—Ninety percent could think of n 
personal medical needs that were nd 
being taken care of. A relatively small 
percentage of those who said they did 
have medical needs attributed the 
failure to meet these needs to lack of 
money. Often they said they had de- 
cided against treatment on _ the 
grounds it was not worth the “risk or 
trouble.” 

—Sixty percent said that they now 
are covered by private voluntary 
health insurance. 

—Sixty percent said that if they 
sold everything they owned, and paid 
all their outstanding bills, they woul 
have more than $7,500 left in theif 
bank accounts. 

Dr. Larson also cited the following 
question asked by the interviewers: 
“As you know, some people had nd 
enrolled in a medical insurance plat 
such as Blue Cross or Blue Shield, be 
(CONTINUED ON PAGE 25) 
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TRAINING SCHOOLS? 
you bet we have them! 


We have them at regular intervals, at places like Hershey, Pa. ; 
Starved Rock, Illinois ; Austin, Texas ; Grand Canyon, Arizona. 
And the “graduates” are bubbling with enthusiasm. 
Here are a few comments: 
The best thing that ever happened.—Detroit 
The schools have been a real help.—F remont, Neb. 
The school has done more for me than all the individual studying 
I have ever done.—Fort Smith, Ark. 
The school rejuvenated this whole division Mankato, Minnesota 
I learned much that has been helpful. This has been my best month. 
—Lindale, Texas 
A must for a new man.—Salt Lake City 
I found the school a tremendous help.—Phoenix, Ariz. 
Has put me on the road to financial success.—Tucson, Ariz. 
More business in the six weeks following, 
than in the previous year.—Peoria 


An agent cannot long travel at a faster gait than the company he‘represents 





CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Three Billion Eight Hundred Million Dollars of Insurance in Force 


TKILIDN ILEIFIE company 
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HOME LIFE “FIRST”... : 


August 20, 







ugus' 











A bold new plan 


specifically designed 


Phe 


to help families 
meet the high and 
rising cost of 


college education 


was ¢ 


entire 
NOTE TO BROKERS AND REPRESENTATIVES : pione 
OF OTHER LIFE INSURANCE COMPANIES 


“College Paid-For” will be exciting news for the seven out of ten American 
parents who expect to send children to college and we believe every life insur- 
ance man will want to tell his clients about it. 

If you are a broker, we welcomé your business. If you are a representative 
of another company, we invite you to make “College Paid-For’” part of your sales 
kit until such a time as your own company develops a similar plan. For more H C 
information, telephone the Home Life Manager in your locality or contact the 
company’s Sales Department in New York City. 


a 





August 29 
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INTRODUCING ... THE “COLLEGE PAID-FOR PLAN’ — 
A HOME LIFE EXCLUSIVE 


At last, a completely new and practical approach to the problem of financing college costs 
through the guarantees of life insurance. 

“College Paid-For” gives parents seven more years to pay for college expenses — as many 
as twenty-five years in all. By spreading out premium payments it lowers the annual outlay 
_—and puts a sound college endowment plan within the reach of millions of families. 


Here’s how “College Paid-For” works: 

This unique endowment rider can be added to new or existing Home Life standard policies 
issued after 1948. The amount of the rider may be equal to or less than the basic policy's 
face amount. 

The key feature of “College Paid-For” is that it permits parents to finish paying for their 
children’s college costs years after graduation. To accomplish this, the basic policy’s cash 
value is used as security for the completion of premium payments during the seven years 
following the rider’s maturity, usually at age 18. This, however, does not reduce the basic 
policy's death benefit. 


Other features of “College Paid-For”’: 

@ COLLEGE FUNDS AS THEY ARE NEEDED. Money to pay college bills is provided whether parent lives 
or dies—in guaranteed semi-annual checks mailed before the beginning of school terms. 

@ PREMIUMS UP TO 30% LOWER than for the usual type of educational endowment. 

@ WAIVER OF PREMIUM BENEFIT AVAILABLE. With this benefit, if parent is completely disabled after the 
plan begins, all funds will be paid in full, without any further premium payments during the disability. 

@ PAID-UP INSURANCE ON THE CHILD. “College Paid-For” includes 12 years of term insurance begin- 
ning usually at age 18 (convertible to permanent insurance within 10 years). 

@ PARENT CAN ADD TO THE FUND AT ANY TIME to increase the amount of money in his children’s 
college fund—another exclusive feature of this plan! 


pti 


According to the Elmo Roper study for the Ford Foundation of family attitudes toward financing 
college costs, 70% of American families are “planning” to send one or more children to college. 
Unfortunately, “hoping” would be a better word, because that survey also showed that only two 
out of five of these families are doing anything at all about building up a college fund—and then at 
the median rate of only $150 a year. 

The problem of financing college costs has become one of almost frightening magnitude. Four 
years at a good private college now cost between $7,000 and $10,000—and expenses keep rising. 
For a family with two or three children to educate, college expenses will often represent the largest 
capital outlay parents will ever have to face. 

The only sensible way to meet this staggering cost is obviously to start accumulating money as 
soon as possible on a sound, systematic basis. Life insurance, with its unique guarantees and proven 
advantages, is an ideal medium for such capital accumulations. Yet, it is evident that in recent 
decades millions of families have not made use of it or, for that matter, any other savings medium. 
Far too many families have had to resort to last minute “crash-program’” financing—or to mortgaging 
their children’s future. 

The life underwriter is well qualified to talk financial common sense to Americah families. With 
his convictions about the values of sound financial planning, his prestige and experience as a family 
counselor, he can help parents face up to this problem and solve it. What the life underwriter needed 
was a modern life insurance plan designed to cope with the hard realities of the college costs 
situation. 

To meet this need, Home Life about a year ago began studying new ways life insurance could be 
used to assure funds for college. Months of research and preparation have resulted in “College Paid- 
For,” an entirely new—and highly saleable—educational plan. 

Helping parents find a happy ending to the nightmare of college costs is a challenge for the 
entire life insurance business. Home Life, “The Home of Planned Estates,” is proud once again to 
pioneer —with its new “College Paid-For” plan. 


John H. Evans William P. Worthington 
Vice President—Sales NEW YORK President 
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D. C. Group Will Fete 
NALUers And Families 


At Annual Convention 

WASHINGTON, D. C.—The some- 
thing for everyone ” program for the 
NALU’s annual convention here, Sept. 
11-16, will contain large doses of 
leisure-time activities for members and 
their families. 

Among the several special events 
being sponsored by the host associa- 
tion, District of Columbia Life Under- 


—Welcoming reception and tea for 
out-of-town guests, Sunday, at the 
Statler Hotel, following the dedication 
of the NALU headquarters building. 

—Tour of the White House for 
women guests, Tuesday. Time of tour 
will be posted in the headquarters 
hotels and carried in the convention 
program. If President and Mrs. Eisen- 
hower are not at home, the tour will 
include areas of the executive mansion 
not usually seen by the public. 

—Puerto Rican festival and style 
show, 3:30 p.m., Wednesday. Open to 
both men and women conventioneers. 
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—Potomac “Riverboat Jamboree,” 
10 p.m. to 1 a.m., Wednesday, aboard 
a river cruise ship for a moonlight 
sail to Mount Vernon and return. 

In addition to these events sponsored 
by the host association, registrants 
and their families may attend the 
dedication of the headquarters build- 
ing, 1:45 p.m., Sunday, and the presi- 
dent’s ball, Thursday evening. 

Olympic National Life’s new busi- 
ness written during the first six months 
was up 33% over the same period last 
year. 





writers Assn., are: 


a new series 


of Non-Can Sickness & 


Accident guaranteed 


renewable coverages 
by Security Mutual 
Life Insurance Company 


of New York 





MOST-SELLABLE INSURANCE PACKAGE IN YEARS! 





SMALL BUSINESSMEN, PARTNERSHIPS 





PROFESSIONAL MEN, BUSINESS AND PROFESSIONAL WOMEN 





THE FARMERS MARKET 





... designed to sell to SMALL BUSINESSMEN, PARTNERSHIPS, BUSINESS 
AND PROFESSIONAL WOMEN. FARMERS! A dynamic non-can package 
backed by the experience and reputation of Security Mutual! 
The new program features five policies: three Sickness and Accident, with 
sickness benefits ranging from 12 months to age 65; two Accident only, with 
accident benefits from 12 months to lifetime. 
For example, in Security Mutual’s Sickness and Accident package 
@ You can offer your assured PARTIAL DISABILITY as an 
OPTIONAL FEATURE for Accident only—or for Accident 
and Sickness. 
@ You can give your assured WAIVER OF PREMIUM beneft... 
for as long as he is totally disabled, even beyond his 
benefit period. 
@ You can give your assured DIVIDEND OPTIONS in cash... 
to reduce premiums, or to accumulate at interest. 
@ You can give your assured—EASY TO READ, 
UNDERSTANDABLE FORMAT, which eliminates complex 


riders. 


Contact your Security Mutual man for the facts. He’s a good man to know! 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. 


Harland L. Knight, 
Agency Vice President. 





your security our mutual responsibility 
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EXCHANGE STREET, 


BINGHAMTON, NEW YORK 





August 20, 





Alabama Association 
Elects 1960 Officers 
At Annual Meet 


The annual convention of Alaba, 
Association of Life Underwrit, 
elected Gerald F. Bliss, Connecti, 
Mutual, Mobile, president; George 
Hester, Great Southern, Florence, ¢ 
ecutive secretary-treasurer (re-eled 
ed); Miss Martha Price, agency seq, 
tary for Great Southern at Floren, 
secretary; R. Frank Richard, Metron 
itan, Birmingham, national commit. 
man; and D. J. Baughan of Liberty y 
tional at Hueytown, Ist vice-presides 

Other vice-presidents elected ,; 
Henry J. Brislin, Massachusetts \y 
tual, Mobile; William H. Gann, Me 
ropolitan, Anniston; J. W. Randolpj 
Crown Life, Birmingham; James } 
Thomas, Equitable Society, Montgoy, 
ery, and Raimon G. Thomas, Liber 
National, Dothan. 1 

The meeting took place at Annisty 
Ala. 





Tex. Insurer Restrained; 


Temporary Receiver Name 

AUSTIN—Judge Gardner of tp 
Austin district court has issued a ten. 
porary restraining order on Midwey. 
ern Security Life of Dallas and its ty 
officers and appointed C. H. Langdex 
state liquidator, as temporary receive 
The order came in the wake of swii 
action by the attorney general’s offic, 
which filed a petition alleging th 
firm’s insolvency on request of th) 
Texas board of insurance. 

The action followed a report to th 
board that Federal Deposit Insurance 
Corp. had filed a $2,138,000 sui 
against the firm, alleging that John] 
Houlihan, its president, acting with 
others, had engaged in a scheme t 
defraud Capitol Hill State Bank oj 
Oklahoma City of more than $1.5 mil 
lion. 

Earlier in the year the Texas boar 
had directed the company to file quar- 
terly statements of its condition, alleg. 
ing some discrepancies and assets of 
doubtful value. Last month the con: 
pany reported that it had disposed of 
most of the questioned assets and had 
deposited about $629,000 in Gran 
Bahama Bank & Trust Co., Ltd., which 
institution the board now declares is 
“but a figment and that in reality 
there is no such bank and presumably 
no deposit.” 

The federal suit charges that de 
posits made in two Dallas banks ar 
funds that actually belonged to the 
Oklahoma City bank. 


80 Years For Minn. Mutual 


Minnesota Mutual Life observed its 
80th anniversary at a dinner at the 
St. Paul Athletic Club. Among the 
guests were two veteran agents now 
retired, Charles H, Simpson, 80, o! 
Long Beach, Cal., and Sam Weems,) 
88, of McAllen, Tex. Mr. Simpson had! 
been with Minnesota Mutual 49 years 
and Mr. Weems 41 years. 

The company, which was organized 
as Bankers Association of Minnesota 
in 1880, had $136,000 in force after its 
first year of operation. It now has 
about $2 billion. 









Win Plaques For Group Production 

Winners of the president’s plaques 
for outstanding achievement in group 
production have been announced by 
Mutual Benefit H.&A. and United Ben- 
efit Life. James T. Nevelle, Burling: 
ton, Vt. received a plaque for group 
health production. J. C. Walters, Lat 
sing, was recognized for outstanding 
production in group life. 
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a Equitable's CLU Association Celebrates 15th Birthday 


; that de 
banks are 
ed to the Fifteen years ago the Equitable CLU Association was formed to 


help Equitable people earn the coveted CLU key—for the highest 


int academic achievement in the field of life underwriting. 
served Ils 


t th 2 ; j 
mis The Association has done well. In 1945 only six Equitable representatives 


ag completed all of the CLU examinations. In 1959 the number was 


ee an impressive fifty-two! 
| 49 years 


Retyn the nation who now wear the key of the Chartered Life Underwriter. 


e after its 
FE a 
THE quitable LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
roduction 


now has 
s plaques Home Office: 393 Seventh Avenue, New York 1, New York ©1960 
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unced by 
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So here is a salute to the nearly 600 Equitable representatives across 
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Specialists Study Effects Of “All 
Lines” On Life, Fire And Casualty 


All Lines Insurance is the title of a 
200-page book which discusses thor- 
oughly and with considerable pers- 
picacity the effects upon every phase 
of activity in the insurance business 
of the all lines idea. The book, pub- 
lished for the S. S. Huebner Founda- 
tion for Insurance Education at the 
University of Pennsylvania, contains 


“The only way 


to GROW 
is GO 


Theo. P. Beasley, 
President 


lectures sponsored by the foundation 
at the university during 1959 and de- 
livered by men closely identified with 
areas of the business which they dis- 
cuss. 

Dan M. McGill, executive director 
of the foundation, has edited the vol- 
ume, which is published by Richard 
D. Irwin, Inc., Homewood, II1., at $5.50. 


THE 





FieNATIONAL UNDERWRITER 


In assessing the influences which the 
pattern of “all lines” is exerting on 
the life, fire and casualty business and 
its regulation, the lecturers not 
only analyze and evaluate the current 
situation and significant developments 
of the past in their special areas but, 
as is natural, peer closely into the 
future. 


Will Broaden Concept 


For example, Milton W. Mays, vice- 
president of America Fore Loyalty, 
who closed out the lectures with an 
over-all summary, notes that the all 





REPUBLIC NATIONAL LIFE INSURANCE COMPANY _ 


OF DALLAS 


IS THE 36TH LARGEST U.S. COMPANY 


AND 


2ND IN TEXAS 


IN AMOUNT OF LIFE INSURANCE IN FORCE 





1. New Life Insurance Issued and Paid For 


2. Gain in Life Insurance in Force 


3. Accident and Sickness Premium 


THE ‘‘GO’’ COMPANY PROUDLY REPORTS ON THE FIRST SIX MONTHS OF THE SOARING SIXTIES 


SIX MONTHS 


Income 





Total Life Insurance In Force 
JUNE 30, 1960 


SIX MONTHS 





% 
INCREASE 





$397,113,683.00§ $225,055,503.00 


$ 9,604,330.908$ 7,031,318.00 


$2,752,803,340.00 


DECEMBER 31, 1959 
$2,355,689,657.00 


THIS IS A 17% INCREASE IN THE TOTAL LIFE INSURANCE IN FORCE 


OUR GOAL—THREE BILLION IN RECORD TIME 
REPUBLIC NATIONAL LIFE ezawce Company ons, 00 


LIFE © ACCIDENT e@ SICKNESS e 


MEDICAL AND SURGICAL REIMBURSEMENT e 


HOSPITALIZATION 





GROUP e PENSION e FRANCHISE © BROKERAGE @e COMPLETE REINSURANCE FACILITIES 
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lines approach will permit wider ; 
more effective application of a ba 
insurance concept, namely, diversifi. 
tion of risks. This will be a stabiliz 
factor in underwriting and _inyed 
ments. 

All lines underwriting also sho 
provide the base for a wider spre 
of expenses, the savings from whi 
should flow to the public. Contro] 
reduction of expenses perhaps wil] 
a major consideration in all lines ;, 
surance, he states. “Both the life eg, 
panies and the fire and casualty eq 
panies should benefit from access 
exposure to new sales forces, 
markets, and new selling technique 
he adds. 

However, short range, Mr. My 
notes that 63% of the life busing 
being transacted by mutual compan; 
may limit participation of life com 
nies in the all lines development sip, 
a mutual company’s purchasing poy. 
is limited to the amount of free gy 
plus at its disposal. ( 

He observes also that fire and 
ualty stocks have been depressed whi 
life stocks have been selling at the tj 
of the market. There is some eviden 
that the yield of shares of fire-casya 
and life companies might reach a re, 
sonable parity in the foreseeable futyy 
at which point an exchange of sty 
for purposes of corporate combinatiy 
would be more feasible. Part of thi 
“evidence” consists of the cyclical jp. 
fluence of rate adjustments on fire ay 
casualty, compared with, in the ji 
field, a “giveaway program.” Some; 
the “competitive gimmicks” of the jit 
business remind Mr. Mays strong; 
of some of the devices tried a {gj 
years back by the fire-casualty con 
panies and being paid for to this day 
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Trend Is Heartening 


The book (as did the lectures) start 
off with a discussion of the forces u 
derlying the trend toward all line 
insurance by Thomas C. Morrill, vice! 
president of State Farm Mutual Aut 
While “all lines” is a trend and not a 
accomplished fact, Mr. Morrill finds ji 
heartening that “our business is stil 
capable of producing a developmen 
worthy of being called a trend. It is: 
mark of our capacity to innovate, | 
proves that we ... can adapt to th 
dynamic needs of a dynamic world’ 

Hugh Harbison, counsel of Travel. 
ers, describes the legal environmet 
for all lines insurance. He provides: 
rich historical background for th 
movement away from compartment 
alization in the business toward a mor 
flexible, all inclusive insurance op- 
eration. 

H. P. Stellwagen, executive vice 
president of Indemnity of North Amer 
ica, in his review of the transition ti 
an all lines operation, observes thi 
“aside from the large professional bw- 
ers of insurance, the general publi 
looks on insurance as a single indus 
try.” He also points out that if the 
policyholder cannot afford to parce 
out his insurance among friends, 
if the agents have been advising ¢li 
ents on all lines and are doing it mo 
and more, insurers will have to con 
sider seriously the transition to a 
lines operation. 


Impact Will Be Sharp 


The impact of all lines on admin- y 
istration and management is contrib 
uted by Howard C. Reeder, presidenf 
of Continental Assurance, who 
lieves this impact will be sharp abi 
several. There will be no facet of op 
erations of life or property companit 
that will not feel the force of the# 
impacts, he states. 

Robert A. Rennie, research vit 
(CONTINUED ON PAGE 16) 
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.,contl le Aviation and Special Risk Division Announces 2 New Pace-Setting Protections 
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=NOW! WORLD-WIDE ACCIDENT PLANS 
“S$0R INDIVIDUALS in TODAY'S TRAVEL AGE 


lopment sina 
hasing poye 
of free Sur 


fire and cq Here are two outstanding accident plans that will bring new business and bigger profits your way. Today, with 


as oe people more and more active, the need for broad-form accident coverage and travel protection is greater than 
ome evidens ever. These two new plans offer exceptionally attractive provisions for your customer; highest commissions for you. 
‘fire-casua; 
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Triple T 


WORLD-WIDE PROTECTION WORLD-WIDE 
tures) start AGAINST ACCIDENTS TRAVEL PROTECTION 


e forces un 
rd all line 
forrill, vice. Round-the-clock coverage protects the policyowner The ‘‘man on the go’’ wants and needs this kind of 
{utual Aut anywhere he may be, any way that accidents may coverage. Three different travel insurance plans . 

| and not a strike . . . at any time. A flexible plan with principal air common carrier; air plus land and water common 


rrill finds i ‘ oe : : ° 
ness is gi sum, weekly income, and medical expense provisions carrier; air, land, and water common carrier plus 
developmen that may be selected to build a sound, low-cost ac- private automobile. Each plan offers a wide selection 
rend. It is: cident policy. of principal sum, weekly income, and medical expense 
innovate, | benefits. 
dapt to th 
mic world’ 
of Travel. 
Nvironmen' 
provides : 
id for th 
mpartment- 
vard a mor: , 
urance op Pioneering in new, up-to-date protections for individuals, groups, and companies has made us one of the fastest 


tien dk growing Aviation and Special Risk Divisions in the insurance industry. Regional Offices in key cities through- 
1 F . e . 

orth Ame out the country assure you of prompt claim payment and full service. Write or call for attractive brochures on 
ransition ti these two new plans . . . and our many other policies that offer you maximum contracts, top commissions, and 
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HOME OFFICE Mac Arthur Insurance Company 
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Home Office Changes 


Colonial Life 


R. C. Ortman, 
former director of 
Dental Insurance 
Plan of New York, 
has been appointed 
director of person- 
al accident and 
health sales. He 
also has been with 
the C. L. Hargert 
general insurance 
agency in Ridge- 
wood, N. J., and 
with Hartford Ac- 
cident at Buffalo, 
Detroit and New York. He was assis- 
tant A&S manager at New York. 


R. C. Ortman 


Prudential 
C. C. Coleman, associate general 
manager at the Houston regional home 
office, has been named to the new 
post of director of electronics plan- 
ning. 





R. F. Carlson, associate investment 
manager at the Newark home office, 
has been promoted to investment man- 
ager in the bond department. He was 
a member of the technical staff of Na- 
tional Assn. of Insurance Commission- 
ers before joining Prudential in 1956. 


Nw National Life 


F. R. Califano, a supervisor at Des 
Moines since 1958, has been appointed 
an agency field service representative 
at the home office. 

V. L. Rehak and J. L. Brockett 
have been named assistant actuaries. 


Bankers L.&C. 
David Heneberry has been appointed 
conservation supervisor. He was with 
Better Homes & Gardens magazine. 


Security Benefit Life 
Harry McDonald has been appointed 
group director. He has been vice- 
president of National Associates Inc. 
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PROVIDENT 


Congratulations -- NQA Winners 


The largest number of Provident life producers in 
history are winners of the 1960 National Quality 
Award — and winners of other personal rewards 
which result from the production of quality business. 
Many of these men will receive a cash bonus based 
on persistency and volume during the life producers 


meeting next month at Chattanooga. 


To these men for their achievements during 1959 and 
to all Provident life producers for an outstanding 
record during the first half of 1960, we express a 


sincere ““Thank you.”’ 


PROVIDENT LIFE © ACCIDENT © SICKNESS 


LIFE AND ACCIDENT 


omens OWY CUNY 








HOSPITAL ® SURGICAL © MEDICAL 
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at Los Angeles and before that was 
with Occidental Life of California. 


Republic National 

Jack Hargis has 
been appointed su- 
perintendent and 
W. P. Mulvaney 
associate superin- 
tendent of general 
agencies. Mr. Har- 
gis has been su- 
perintendent of 
branch office 
agencies and Mr. 
Mulvaney was 
group representa- 
tive at Pittsburgh, 
where he will con- 





Jack Hargis 


tinue to reside. 


New York Life 


Second Vice-president Ervin C. 
Jones has been transferred from the 
group department to the marketing de- 
partment, to work directly with Vice- 
president Raymond C. Johnson on 
group matters. His duties are un- 
changed and he will continue, without 
administrative responsibilities, as the 
home office specialist in the sale of 


WITH 
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large national group cases. 

William L. Fehon Jr., formerly ; 
rector of group sales, has been p 
assistant vice-president and trang, 
red from the marketing departmey 
the group department. He will y, 
with Assistant Vice-president Edwiy 
Brooks in the handling of specia} 
counts. 

Anthony F. Noll Jr., formerly 
sistant vice-president, has beep , 
pointed assistant regional vice~pped 
dent for the Middle Atlantic reg 
He will be responsible for group s 
under the direction of Regional Vj 
president Paul O. Klein. His office yw 
be at the regional headquarters in y, 
York City. 



















American Bankers Life 
Larry Wickenheiser, manager | 
Monroe, Mich., has been appoints 
promotion director of the ordinary ¢ 
vision. Before joining American Bay, 





W. H. Lewis 






Larry Wickenheis: 


ers in 1957 he was with Columby 
Mutual at Monroe. He sold a millic, 
dollars a year for several years anj 
was a member of the 1958 Millio; 
Dollar Round Table. 

W. H. Lewis has been appointed a. 
tuary. He was assistant actuary of Lif | 
of Virginia and Union Life of Riche wiy 
mond after being in Acacia Mutual; 
actuarial department. He is a felloy 
of Society of Actuaries. 


Mutual Benefit Life 


E. L. Stackfleth, 
who has been with 
the Zackary agen- 
cy at Wichita, has 
been appointed as- 
sistant director of 
agencies. A CLU, 
he was in 1958 
awarded a schol- 
arship for life in- 
surance marketing 
courses by the 
Million Dollar 
Round Table’s 


genera 
Calvin 
the co 
linsvil 





scholarship com- Ec. t. Sea 
mittee. 

Mr. Stackfleth qualified for th} — Ne\ 
President’s Club, top production group, the 1 
in 1957, his first full year with th ol 


company, and has qualified ever since. 
Before joining Mutual Benefit, he wa 

personnel director of the Coleman (Co, | 
manufacturers. G. 





grour 
W. O. W., Omaha easte 
Miss Ernestine Adams has beet 
named director of national women‘ 
activities. She has been a fraternal or C. 
ganizer at ‘I'homaston, Ga., for the ville, 
Society since 1958. Py 


Southland Life 


H. S. Galloway Jr. has been 4)- J 
pointed assistant actuary. He has beet 


in the actuarial division since 195). hi 
PACIFIC NATIONAL LIFE has af He i 
pointed L. W. Evans superintendent i} Gene 
agencies for Washington, Oregon, Mot Ca 
tana, Idaho, Wyoming and Alaska. Hej Cede 
has been with Mutual of New Yor Bap 
( 


and Lincoln National. 
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t and trang, 
3 departmen 
He will y, 
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Prudential 


p, H. Kammerer has been appointed 
manager at Chicago, succeeding R. J. 
Murphy, who has left the company. 
Mr. Kammerer has been associate di- 
rector of ordinary agencies of the Chi- 
cago regional home office. 


> formerly 
has been . 
nal vice-pys 
\tlantic regi 


for group sq L- F. Knapp, staff manager at 
Regional Vag Greensboro, N. C., has been promoted 
His office yy to Manager of _the Cincinnati East 
uarters in Noi Hills district. He is a CLU. 
John McAndrew has been promoted 
to manager at Dearborn, Mich., suc- 
ers Life ceeding M. C. Trevithick, who has re- 
tired. Mr. McAndrew has been staff 
manager # anager at Adrian, Mich. 
Pen appoint p, W. Echtenkamp, who has been 
© ordinary if jaff manager at Marshalltown, N. D., 
nerican Ban pas been promoted to manager at Far- 


go, N. D. 

J. A. Carlton has been appointed 
manager of the Whittier, Cal., district. 
He has been with the company since 


1951. 
Great-West Life 


F. S. Brimacombe, manager at St. 
Catharines, Ont., has been transferred 
to Edmonton, Alta., in the same capa- 
city. He succeeds the late G. F. Hagel- 
stein. 






y Wickenheis 


Old Republic Life 


th Colum Bana Associates, Inc. has been ap- 
old a milling pointed general agents at New York. 
al years a The principals of Bana are Harry 
1958 Milligf Blume, Irving Axel, R. R. Newman, 
and Edward Aymes. 

ippointed ac ; 

tuary of Lit Illinois Mid-Continent 

ife of Rich William Bacon has been named a 
_ ae general agent at Dixon, II]. His son, 


Calvin, is one of the top producers of 
the company’s Wetter agency of Col- 
linsville, Ill. 


West Coast Life 


R. V. Gootee, Seattle agency man- 
ager for the past two years, has been 
appointed manager of the company’s 
new Longview, Wash., agency. W. R. 
McKee succeeds Mr. Gootee. 


W.O.W., Omaha 


Four state managers have been 
named: C. A. Martin, Gainesville, Fla.; 
B. L. VandeLinde, Albuquerque; K. O. 
Burrow, Oklahoma, and J. V. Martin, 
Lakeland, Fla. 


Life 





_ Stackfleth 
Lincoln National 
d for the New supervisors are D. N. Price of 
tion grou, the Halseth agency at Fresno, Cal., 
r with thi and L. F. Raguso of the Kelemen 
ever since}, agency at Detroit. 
fit, he was - ‘ 
leman tk National Travelers Life 
G. E. Cox has been promoted to 
group division resident manager for 
1a eastern South Dakota at Sioux Falls. 
has __ beer e 
wel Provident Mutual 
ternal orf C. L. Burnette, manager at Nash- 
, for the? Ville, has been appointed manager at 
Atlanta. He entered the business with 
the Atlanta agency in 1954. 
neal Massachusetts Mutual 
has ben J. N. Cardwell, general agent at 
nce 1951 Davenport, Ia., has been appointed to 
that post at the new Tampa agency. 
E has ap} He is a past president of Davenport 
endent df General Agents & Managers Assn. 
son, Mor: Carl LeBuhn, district manager at 
laska. Hf Cedar Rapids, will succeed him. 
lew York M. B. Harper, general agent at Chat- 





tanooga, has been appointed to that 














Changes In The Field 


post at Jacksonville, to succeed A. B. 
Rosborough, who has retired. Mr. Har- 
per, a CLU, is a past president of Chat- 
tanooga General Agents & Managers 
Assn. 

E. L. Jordan Jr., agent at Jackson, 
Miss., has been appointed to succeed 
Mr. Harper. Mr. Jordan is a member 
of 1960 Million Dollar Round Table and 
a director of Jackson Life Underwriters 
Assn. 





MORE COVERAGE FOR THE FAMILY with MONY ‘ADD-ON’ life insurance. 
The basic Mony policy helps take care of basic needs. (On most policies 
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J. J. Dunn, district group represen- 
tative at Dallas, has been transferred 
to New Orleans. 

Promoted from district group rep- 
resentatives to district group super- 
visors are J. S. Beck, Boston; B. M. 
Bender, Los Angeles; W. P. Dallas, 
New York; R. W. Stitzel, Peoria, and 
Campbell Sullivan, Philadelphia. 


Hartford Life 


M. J. McIntosh has been appointed 
regional director of sales for the south- 
west with headquarters at Dallas. A 
CLU, he was for six years manager at 
White Plains, N. Y., for Columbian Na- 
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tional Life, the name by which Hart- 
ford Life was formerly known. 


All American L.&C. 


Four new general agents have been 
named: E. F. Freeman, Sacramento; 
R. B. Grimes, Los Angeles; and E. V. 
Knighton Jr. and W. B. Prather in 
West Virginia. 


Manhattan Life 
E. L. Leoni has been appointed gen- 
eral agent at Chicago. He has been 
with the Woody agency of Equitable 
Society there. 





there’s a discount, too, if the face amount is $5,000 or more.) As your 
client’s needs grow, he’ll want you to add MONY riders to his policy. 


MONY ‘ADD-ON’ LIFE INSURANCE CAN COVER YOUR CLIENTS’ 
GROWING NEEDS...PROVIDE GROWING BUSINESS FOR YOU 


You start your client with a basic MONY policy and 
the ‘ADD-ON’ riders that best meet his current needs. 
Then, as his needs grow, you arrange to increase his 
coverage by adding MONY riders to his policy (sub- 
ject, of course, to evidence of insurability and cer- 





MONEY FOR COLLEGE EDUCATION. With 
MONY ‘ADD-ON’ life insurance riders, you 
can help your client guarantee additional 
money for his children’s college educa- 
‘ion if he were to die prematurely. 





LIFETIME RETIREMENT INCOME. MONY can 
help you plan your client’s future . . . as- 
sure his right to arrange a lifetime retire- 
ment income later, on a cost basis guar- 
anteed when he purchases the basic policy. Bice cee 





BROKERS! FREE BOOKLET 


tain other reasonable qualifications). There are many 
different MONY ‘ADD-ON’ riders to cover a vast range 
of client needs. Most of them are convertible to 
permanent life insurance, giving you an inside 
track to future sources of commission-building sales. 










HOW 
‘ADD-ON’ 
EQUALS 














TELLS YOU ABOUT ‘ADD-ON’ pt 

MONY, Dept. NU-86, Broadway at 55th St., 

New York 19, N.Y. 

Please send copies of MONY’s 

free ‘ADD-ON’ booklet. 

Name = 
Zo cade ‘one ie eae 

City County _State_ 


Brokerage Name 


Maorwa 0. New Vor« shin 


The Mutual Life Insurance Company Of New York, New York, N.Y Iyer 
Soles and service offices located throughout the United Stotes and in Canodo ~ Ch d 


| 
| 
| 
| 
| 
| 
Mh aie case 
| 
| 
| 
| 
| 
| 


for Lie, Accident & Sickness, Group Insurance, Pension Plans, MOBY TODAY MEANS MOREY TOMORROW! 
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Ettects Of “All Lines” Sales Are Studied 


(CONTINUED FROM PAGE 12) 
president of Nationwide Mutual 
group, analyzes the actual and poten- 
tial effects of all lines on product de- 
velopment. He even suggests that ul- 
timately companies which can qualify 
will be granted full multiple powers, 
including life. 

The throes through which fire and 
casualty insurers went (and through 
which some of them still are going) 
to get into only the one business op- 
posite are related by Dudley M. Pruitt, 


assistant genera: manager General 
Accident, in his interesting chapter on 
the effect of all lines on losses and 
expenses. He believes the marketing 
reasons for the approach to ail lines 
including life is cogent, though he ob- 
serves that there is not an excess of 
life company talent so that it will be 
very expensive for the new all lines 
company to acquire. He also thinks 
that electronic equipment has great 
possibilities for an integrated all lines 
group. 


With the development of new perils, 
such as peaceful uses of atomic en- 
ergy, and with the great assortment 
of complex covers in modern times, 
the need for specialists in underwrit- 
ing to deal with the peculiar problems 
of individual covers is emphasized by 
Gustav F. Michelbacher, retired pres- 
ident of Great American Indemnity. 
This need will be increased rather 
than diminished by all lines market- 
ing, Mr. Michelbacher believes. 

Kenneth O. Force, executive editor 
of THE NATIONAL UNDERWRITER, in 
discussing the influence of all lines on 





















A proud symbol and a solemn pledge... 


Founded 1844 © Over $3 billion of Life Insurance in force e LIFE e NON-CANCELLABLE SICKNESS & ACCIDENT e GROUP 





have applied to myself.” 


Sign of professional excellence 


ee es 


..» Pledge of professional integrity 


“In all my relations with clients I agree to observe 
the following rule of professional conduct: [ shall, in 
the light of all circumstances surrounding my client, 
which I shall make every conscientious effort to 
ascertain and to understand, give him that service 


which, had I been in the same circumstances, I would 
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OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Investing Over $2 Million Each Week for the Growth of American Enterprise 








professional integrity 
and dedication of the Chartered Life Underwriter . . . who, by training, expe- 
rience and conviction, places the welfare of his client above his own. 
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marketing, suggests that the comb, 
nation of life and property insuran, 
at the company level results from ep, 
nomic pressures to which othe» bug, 
nesses and industries in the U.S. hay 
been responding since World War ], 
These include the need for a large 
base structure and a larger volume g 
sales to reduce costs relatively; th 
need to defend themselves againg 
competitors in their own field or fron 
outside by other businesses and jp. 
dustries pursuing the same purchay 
dollars; the need to grow to preven 
attrition, and the desire to increag 
profits. 


Education Is Discussed 


H. Paul Abbott, personnel secretary, 
and Acis Jenkinson 3rd, director of 
education North America group, col. 
laborated on the discussion of educa. 
tion and training under all lines op. 
eration. This is a thorough, detailed, 
and well documented treatise on the 
subject. 

In discussing regulatory problems, 
Raymond Harris, who has just retirej 
as deputy superintendent and chief 
counsel of the New York department, 
expresses the opinion that “the public 
presently is benefited from the few 
package policies on the market by 
their broadened benefits, lower costs, 
and the elimination of overlapping 
coverages. However, insurers have 
barely scratched the surface in de. 
veloping such packages. They should 
be encouraged to improve and expand 
the area of these products. But what 
is equally important is that super. 
visory officials “should guard against 
an insurer resorting to unfair methods 
of competition in selling such policies, 
as, for instance, in pricing the policy 
in such a manner that it can be used 
as a ‘loss leader.’ ” 

Shelby Cullom Davis, New York in- 
surance stock specialist, shows some 
of the effects of all lines on insurer 
investments. Investment policy was 
amalgamated under the combined fire- 
casualty roof, but he suggests that in 
all lines insurance, investing probably 
will be kept strictly apart. Life assets 
should not be subjected to the hazards 
of property catastrophe, “any more 
than life insurance reserves should be 
subjected to the possible wild fluctu- 
ations of the common stock market.” 


Columbus Mutual Sets 


Regional Meeting Finale 

Columbus Mutual Life will hold a 
regional meeting for agents and agency 
heads at Santa Barbara, Cal., Aug. 
22-23. 

Recently developed sales tools will 
be introduced including a total needs 
selling program complete with forms, 
training guide and “how to” booklets. 
Other new materials to be introduced 
include a new insured savings plan 
and an audio-visual selling kit, Sem- 
inars on pension trust plans and oth- 
er new developments will be held along 
with conferences on the methods and 
procedures for using these new sales 
aids. 

The meeting will climax a coast-to- 
coast program of similar meetings al- 
ready conducted. Agency heads and 
agents qualified for the five regional 
meetings by meeting production re- 
quirements during a two month qual- 
ifying period. 

Stillson Heads Agents’ Committee 

Lloyd T. Stillson, Youngstown, O., 
has been elected executive committee 
chairman of Midland Mutual Life’s 
general agents association. He has been 
with the company since 1929 and a 
general agent at Youngstown since 
1941. 



















Polic 
(Ci 
0 jndiv 
quarter]: 
jarger | 
state P. 
—A sé 
rect ma 
mind pc 
the ext 
ileges U 
policy 1 
—A | 
to polic. 
desirabi 
of settl 
penefici 
jnsuran 
—Ret 
further 
holders 
ized in 
partme: 
dles all 
except 
renders 
ments, 
In tl 
derwrit 
surance 
channe 
relatiot 
field, 
job to 
terials 
icyholc 
tivities 
—A 
Way, 
agents 
to the’ 
Promp 
—A 
especi: 
policy! 
encoul 
dents 
—A 
contai 
fices 
carrie’ 
autom 
—T 
depar' 
policy 
servic 
preve 
this \ 
ginee! 
veys, 
for ov 
—I 
ice fo 
now 
paym 
—T 
suran 
of pr 
on th 
posec 
gram 
tectic 
also 














Just 26, 19 


t the COmbj. 
rty insurang 
ults from e 
1 other bug, 
orld War q 
for a large 
er volume gf 
latively; th 
Ives againg 
field or from 
ses and ip. 
ne purchag 
y to Prevent 
to increase 


el secret 
director 9 
group, col. 
n of educa. 
ll lines op. 
h, detailed 
tise on the 


problems, 
just retire 
and chief 
lepartment, 
“the public 
n the few 
market by 
wer Costs, 
verlapping 
rers have 
ce in de. 
ley should 
nd expand 
But what 
lat super. 
rd against 
ir methods 
h policies, 
the policy 
n be used 


’ York in- 
OWS some 
m insurer 
icy was 
ined fire- 
ts that in 
probably 
ife assets 
e hazards 
ny more 
should be 
d fluctu- 
market.” 


tle 


1 hold a 
d agency 
al., Aug. 


ols will 
al needs 
h forms, 
booklets. 
troduced 
igs plan 
it, Sem- 
ind oth- 
1d along 
ods and 
‘WwW sales 


oast-to- 
ings al- 
ds and 
regional 
ion re- 






















ygust 20, 1960 






(CONTINUED FROM PAGE 2) 
to jndividual policyholders. Another 
quarterly publication is available to 
arger policyholders concerned with 
state planning and tax programs. 

_A series of individually typed di- 
rect mail letters are employed to re- 
mind policyholders of such matters as 
the expiration of conversion priv- 
jleges under term policies, the date a 
policy is to become fully paid-up. 

_—A policy review form to be sent 
to policyholders to remind them of the 
desirability of reviewing the selection 
of settlement options, designation of 
peneficiaries, and other aspects of their 
insurance programs. 

—Recently, in an effort to improve 
further servicing of current policy- 
holders, these functions were reorgan- 
jzed into a policyholder’s service de- 
partment. This department now han- 
dies all policyholder service functions, 
except beneficiary changes, loans, sur- 
renders, beneficiary installment agree- 
ments, and dividends. 

In the general insurance lines un- 
derwritten by Aetna Casualty, the in- 
surance agent is to a greater degree the 
channel through which policyholder 
relations activities are directed. In this 
field, therefore, it is the company’s 
job to provide the agent with the ma- 
terials necessary to promote good pol- 
icyholder relations. Some of the ac- 
tivities in this area are: 

—A monthly publication, the Safer 
Way, produced especially for the 
agents’ use as a regular mailing piece 
to their policyholders. 

















Prompt Reporting Urged 


—A new accident reporting form, 
especially for automobile insurance 
policyholders, as part of a program to 
encourage prompt reporting of acci- 
dents and losses. 

—A special “Speedclaim” jacket 
containing a list of Aetna claim of- 
ficees and evidence of coverage, to be 
carried in the glove compartment by 
automobile insured. 

—Through the safety engineering 
department, industrial and commercial 
policyholders are provided specialized 
services designed to assist them in 
preventing on-the-job accidents. In 
this work, Aetna Casualty safety en- 
gineers in 1959 made over 200,000 sur- 
veys, inspections and other plant visits 
for our policyholders. 

—In an effort to speed claim serv- 
ice for policyholders, many agents are 
now authorized to make on-the-spot 
payment of small losses. 

—The Aetna plan of risk and in- 
surance analysis is a visual method 
of presenting to policyholders a report 
on the hazards to which they are ex- 
posed and the over-all insurance pro- 
gram needed to give the required pro- 
tection. (Similar programing aids are 
also used in the life insurance field.) 


NATIONWIDE 


Nationwide’s approach to policyhold- 
er relations evolved a number of years 
ago when the insurance companies 
were still known as Farm Bureau In- 
surance of Ohio. Policyholders orig- 





h qual- 


inally were members of the Ohio Farm 
Bureau, an organization which, sig- 
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nificantly, has always had a_ strong 
membership relations and education 
program. When the insurance organ- 
ization expanded into other states and 
gathered a large urban policyholder 
group, it also became independent of 
the Farm Bureau. However, it inher- 
ited a certain viewpoint about “member 
relations,” which it proceeded to adapt 
to the urban insurance situation. It 
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Policyholder Relations Programs Shown 


was in 1950 that Nationwide set up its 
policyholder relations department. 

This program has had the coordinat- 
ing responsibility for two major pro- 
grams, the sponsor program and the 
advisory committee of policyholders. 
Both are essentially communications 
programs, or more basically, member- 
ship education programs. 


Directors United 


The sponsor program links Nation- 
wide to a number of large cooperative 


membership organizations such as state 
farm bureaus, credit union leagues, 
and regional consumer _ cooperative 
groups. The relationship is one of 
mutual sponsorship—that is, these 
groups sponsor Nationwide services 
among their members, and Nationwide 
sponsors their services. Additionally, 
these groups nominate candidates to 
Nationwide’s board of directors. Thus, 
Nationwide’s directors, though retain- 
ing no functional ties to the sponsor 
groups, are generally united in attitude 
and a cooperative orientation, and they 
provide an external point of view that 
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prevents Nationwide management 
from becoming ingrown. 

The advisory committee of policy- 
holders is a continuing program de- 
signed to involve the individual, usu- 
ally urban, policyholder. Currently it 
involves some 15,000 policyholders an- 
nually. The device which makes it 
possible for so many to participate is 
an adaptation of the representative 
system familiar in political organiza- 
tion. Policyholder meetings are con- 
ducted at three different levels: the 
local or district level; the sales region 
level; and finally the “national” level 
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tAuthority: 
The National 
Underwriter. 
Based on 717 
Companies 
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Report from Chicago... 


Total 
insurance 
ta. Age : 
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Growth and progress . . . dramati- 
eally portrayed by The National 
Underwriter’s latest rankings of 
717companies—North American 
up 65 positions over the previous 
year! 

This is a typical North Ameri- 
can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re- 
insurance) were up 250°, over 
the first four months of 1959. 

At North American Total- 
Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 


RORTH AMERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


Operating in 48 states and District of Columbia 


209 SOUTH LASALLE STREET 


* CHICAGO 4 « ILLINOIS 
Now over $700,000,000 in force 
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—the annual conference of policyhold- 
er advisers at the home office. 

A system of elections links the meet- 
ings together by sending policyholder 
representatives from one level to the 
next. In the meetings, policyholders 
develop suggestions and recommen- 
dations to Nationwide’s management. 
The suggestions are channeled to 
the appropriate offices and depart- 
ments for management consideration, 
and management then reports what- 
ever action is taken on each recom- 
mendation. The reporting is done in 
two ways—in subsequent meetings, 








Four 


Outstanding 
National Life 
General Agents 


Honored for 


SUPERIOR 
PERFORMANCE 


Each year National Life honors its outstanding agencies. 
This year the President’s Trophy for “outstanding per- 
formance in agency operation and development” was 
awarded the Dillon-Griffin Agency, Inc., Atlanta, Georgia. 
National Life President Deane C. Davis made the 


presentation. 


Three other outstanding general agents were presented 
President’s Plaques by Vice President Clyde R. Welman, 
C.L.U., for their achievements. The Glen A. Holden 
Agency, Portland, Oregon, the Bradford D. Haseltine 
Agency, Cleveland, Ohio, and the Philip F. Hodes Agency, 


New York, New York, won these 
annual awards. 

To these top ranking general agents 
and their staffs, we extend heartiest 
congratulations. 


National Life of VERMONT 


Montpelier 


AS SOLID AS THE GRANITE HILLS OF VERMONT 


Sesorance Com 
wiuKvance Oocmfan 
tA 





Philip F. Hodes (R.) New York, New York 
President’s Plaque Winner 


FieNATIONAL UNDERWRITER 


and in a printed quarterly report dis- 
tributed to all participants. 

Both the sponsor program and the 
advisory committee of policyholders 
are regarded as moves toward giving 
policyholders control of the economic 
machinery which serves them. The 
sponsor program relates to the govern- 
ment of the insurance companies. 
The advisory committee program, 
viewed from this standpoint, is still 
experimental since obviously it is still 
a communications device rather than 
a control mechanism. 

Both programs are still in process 











Pens 





Glen A. Holden (R.) Portland, Oregon 
President’s Plaque Winner 


Bradford D. Haseltine, C. L. U. (R.) Cleveland, Ohio 


of development and both are directed 
to the same ultimate goal, namely, 
the achievement of a corporate de- 
mocracy within Nationwide to the 
same extent that political democracy 
has been achieved in the nation. 


Public Affairs Department 


In 1960 Nationwide created a new 
department that will be concerned 
with legislative matters—the depart- 
ment of public affairs. At least part of 
this department’s work will be to pro- 
vide information on public issues to 
the policyholder advisory groups, in 


Harold T. Dillon (R.) President, Dillon-Griffin Agency, Inc., 
Atlanta, Georgia, President’s Trophy Winner 


President’s Plaque Winner 
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an effort to encourage wider Ciscys. 
sion in matters concerning Corporat, 
policy. 

Some 130,000 Nationwide Policy, 
holders now receive Minutes, a 
page magazine published six times ; 
year by the companies’ informat; 
department. Those placed on the mail. 
ing list are persons considered 
agents to be community leaders; thos 
who by profession or inclination ate 
active in local organizations, interest 
in public affairs, and responsive ti 
ideas. 


Minutes Builds Prestige 


Minutes is edited for this group. Its 
editorial objectives are to build pre. 
tige and good will, promote com 
interests such as traffic safety, better 
health, cooperation, and economic (de. 
mocracy, inform readers about com. 
pany activities and insurance tre 
invite participation in the companies 
advisory committee or policyholders 
program, and entertain and _ infom 
readers with articles of general inter. 
est. 

Because Minutes is edited for a ». 
lect group of _ policyholders, | the 
magazine is able to concentrate qm 
subjects that might be of limited ¢op. 
cern to the casual reader. Article 
about problems being faced by the jp. 
surance industry or by Nationwide in 
particular are published frequently, 
Recent issues have dealt with the pr; 
and cons of compulsory insurance, the 
effect of jury awards on_ insurance 
rates, the need for more effective traf. 
fic courts, and the assigned risk prob. 
lem. Reprints of such articles are dis. 
tributed widely among other policy. 
holders and outside groups. Minutes 
has also published articles on such con- 
troversial topics as the cost of drugs, 
legislation in the interest of consumers, 
and the role of public demonstrations 
in influencing opinion and promoting 
legislative action. 

Winner of several national and in- 
ternational awards for industrial jour. 
nalism, Minutes has gained wide ac. 
ceptance among outside publics a 
well as policyholders. It plays an im. 
portant role in Nationwide’s over-all 
policyholder relations program. 


Memo Issued Twice Yearly 


Another publication for policyhold- 
ers, Memo, was started last year and 
is now received by approximately 500, 
000 auto policyholders. Published twice 
a year, Memo is a small, six-page leal- 
let mailed out with premium notices. 
In brief, illustrated items of genera 
interest, the publication promotes 
renewal and serves as a communica 
tions device on such subjects as safety, 
policyholder service, the company’s 
advisory committee of policyholders 
program, etc. 

Five pages of each issue are uniform, 
but there is a separate edition for each 
region and the back page is used fora 
message of particular interest to the 
region. These messages have included 
announcement of the company’s entry 
into a new state, a “help wanted” ad 
to recruit new agents, a rate increase 
explanation, and an appeal for prompt 
reporting of claims in a region where 
late reporting was a serious problem. 


Circulation To Be Increased 


Now being used in five of Nation- 
wide’s 14 regions, Memo will gradually 
be extended to other regions. Evet- 
tually, it may be sent to all Nation- 
wide auto policyholders. 

Memo is produced by Nationwide’ 
information department, in the office 
of public relations. 

Nationwide’s safety department i 
greatly concerned with the health and 
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fer iscys. atety of its policyholders. The depart- 
> COFPOra ent’s efforts in this direction are re- 
ie : nected in the total policyholder rela- 
ites a tions program. 
an In a statement of its general operat- 
1x times ft principles, the department “assists 
nformatig individual and group policyholders to 
a. ™Majl. ud and solve their health and safety 
era problems. 
_ e? lok “To this end, the department has de- 
nation ay eloped a safe driver award program, 
Interestg a safety kits with instructions and 
Ponsive , material to aid in driving emergencies, 
and fire safety programs which provide 
jor periodic inspections of urban and 
rural property and instructions on how 
STOUup. Ikf ty prevent fires. 
Uild pres. In addition, the safety department 
> com directs 10 other distinct programs that 
ety, better wre aimed at “bringing health and 
nomic de. safety education to the general public” 
bout com. _which, of course, includes both 
ce trends present and prospective policyholders. 
ea panied pees 
icyho : 
2 inte| Equitable Has: Non-Can 
eral int.| Disability Income Plan 
for ag. Equitable Society will introduce in- 
ders, the dividual, non-cancellable disability in- 
ntrate op § come coverage on Jan. 1, 1961. The 
nited con. | main emphasis will be placed on 
- Articles disability income to age 65, but policies 
by the ip. | with intermediate and short term ben- 
onwide in | efit periods will also be offered. 
requently “With the new program, the Equi- 
n the pro table will be able to offer protection 
rance, the | not only from the economic loss of 
insurance death, but from the loss of earning 
tive traf. | power resulting from disability,” Pres- 
risk prob. | ident James F. Oates said. “The poli- 
S are dis. | “ies will also provide a means of 
r policy. solving a variety of business insurance 
Minutes problems.” 
such con- The plans were developed under the 
of drugs, direction of Vice-president Clarence 
onsumers, B. Metzger. The sales program for the 
nstrations added lines will be headed by A. E. 
romoting Elander, vice-president. 
1 and in| Mass. Mutual Widens ADB, 
rial jow- | Offers Triple Indemnity 
iblics = Massachusetts Mutual is offering 
's an im. | ‘ple indemnity coverage for policy- 
over-all holders who travel by public convey- 
m. ance. The liberalization doubles the 
amount paid under the ADB should 
death occur as “the result of an injury 
licyhold | SUStained while the insured was a 
year anj | D4ssenger in or upon a public convey- 
tely 500, ance being operated by a common 
1ed twice = to transport passengers for 
a The new increase comes shortly 
* genera | ‘ter a liberalized definition of “acci- 
promotes dental death” under ADB riders. The 
munis broader definition requires only proof 
1s safety, that death itself was accidental, not 
smpany’ necessarily caused by “accidental 
vholdae Means.” 
” For those already covered by ADB 
unifoms there will be no increase in rates. For 
for al others the new premiums will be 
ed fans either slightly lower or slightly higher, 
t tom depending upon age. 
an Offers Two Health Policies 
ited” ad Two new hospital, medical-surgical 
incream Policies have been issued by Group 
. prompt Health Mutual. The policies are the 
2 wee Double Protection and the Double Pro- 
~robial tection Preferred plans which will 
provide 180 days of coverage. The lat- 
ter is guaranteed renewable while the 
Nation- double protection policy is renewable 
radually at the option of the company. Fea- 
Eve tures of the policies include hospital 
Nation | “Z¢ UP to $720 for confinement; sur- 
pia schedule of either $200 or $350 
«af Maximum; increased maternity bene- 
me fis which will pay for unusual and 
| Severe complications of pregnancy on 
nese the same basis as other sicknesses; and 
| a $50 deductible for hospital special 
Ith amt services 
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Contract Changes And 
Liberalizations Made 
By Mutual Of New York 


Mutual of New York has introduced 
a series of liberalizations and changes 
in its life, A&S, annuity and group 
contracts. The changes, which were 
introduced at a midyear meeting of 
leading managers in New York, in- 
clude: 

—Extension of the age limit for 
issuance of hospital-surgical policies 
from 65 to 80, with the policies, as at 
present, guaranteed renewable for life. 

—Reductions averaging about 6% in 
the premiums on some term policies 
and a longer period before premium 
increases are instituted in some 10- 
year term policies. 

—An increase in the minimum 
amounts of coverage for which EKG 
and X-ray examinations must be 
automatically submitted. 

—A reduction in single-premium 
annuity rates. 


Minimum Deposit Plan Liberalized 


—Elimination of the age limit on the 
one-year term option on Mutual’s Ex- 
ecutive Equity minimum deposit plan, 
and liberalization of the medical re- 
quirements for purchase of the plan 
when combined with a single-premium 
life annuity. 

—An increase in the amount of 
decreasing term which may be added 
by rider to permanent plan coverage. 

—Establishment of a program to 
provide pension and_ profit-sharing 
plans through trust-purchased indivi- 
dua) policies. 


Toledo Managers Elect 
C. L. Mackall President 


Toledo (O.) Life Managers Assn. 
has elected Charles L. Mackall, Shen- 
andoah Life, president; Arlie A. Dicke, 
Nationwide Life, vice-president and 
program chairman; Malcom V. Der- 
thick, Metropolitan, secretary-treasur- 
er, and the following trustees: Fred 
R. Edwards, Midland Mutual Life; 
Gerald D, Martin, Prudential; Robert 
H. Schacht, New England Life; and 
Edgar R. Sulier, Pacific Mutual Life. 

Thirty-seven staff members of 
Southwestern Life completed success- 
fully a total of 63 examinations admin- 
istered by LOMA. 
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BADGE OF 


MERIT 


...@arned and 
proudly worn by the 
Chartered Life Un- 
derwriter — it is a 
fitting symbol of 
qualified service to 
his clients, of per- 
sonal satisfaction of 
a goal attained, and 
a mark of his value 
to his company. 





FOUNDED 1867 — DES MOINES 


‘LIFE INSURANCE COMPANY OF IOWA 












FUTURE 


The man with a financially secure future is the man who has established a 
sensible life insurance program through the helpful counselling of a Modern 
Woodmen Agent. Our Agents become competent counsellors through our modern 
educational courses — complete from basic training through advanced training 
schools and regular sales conferences. His prospect file is built from outstanding 
sales aids — including our own audio-visual presentations and a generous advertising 
allowance, which is unique in the life insurance industry. The Modern Woodmen 
Agent also has a promising future. Interested? Write us today. 


For Modern Life Insurance 
It’s Modern Woodmen 





MODERN WOODMEN of America e Home Office e Rock Island, Ill. 
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age in ( 
Seta : ee, tively 
* : D = The study concedes that utilization ards and the need for additional ge)! : n dé 
Two Year Hospitalization Study Viewed is an important consideration in hos- ices and facilities. bee 
(CONTINUED FROM PAGE 1) efits in general have not kept pace pital costs. Some admissions to hos- However, the study notes, there ; should 
and 1957. Most of the increase is at- with industry. pitals could clearly be avoided by considerable scientific evidence ‘ Blue 
tributable to professional services. Projections of trends during the 10 ambulatory diagnostic or treatment show that many members of the Dub. post-ho: 
The report notes that due to the years 1947-57 indicate that hospital provisions. There are wide variations lic need more care than they now anh fessiona 
erosion of reserves of Blue Cross plans costs will increase at least 50% by in length of stay in different hospitals receiving. ‘ ture Te 
it is evident that their contracts have 1967. The recommendations made by for patients with the same problems. Rate increases cannot be AVOidg ment fc 
been underpriced. The public also has the study team, while they should re- These variations deserve regional scru- the study concludes. Consequent}; Cross, é 
been receiving care subsidized by un- duce unnecessary costs, will not low- tiny and interpretation by profession- the public at large, labor and map. doing, ‘ 
Gerpaid hospital personnel. er current costs because savings will ally competent persons. Each hospital agement need to be kept informed ,§ where t 
There was a state wide average in- be more than offset by cost increases needs a committee to review utiliza- to trends and projections in hospit; The 
crease of $13.16 in patient-day costs in due to better salaries and wages, ad- tion and to participate in regional utilization and costs, in order to plex approve 
the 10-year period, the report states. vances in medical science and general consideration of available health serv- and budget realistically as they no the pro 
Hospital salaries, wages and fringe ben- inflationary trends. ices and their utilization, their stand- do for other types of expenditures, patient 
——_—_—— —____—__—— Among other suggestions, the reporf rays, © 
emphasizes the need of plans to § apy an 
pand their scope of benefits to thf  availab! 
SERS a greatest practicable extent, includinsp pis con 
a ai outpatient services. Also, the plang cept in 
need to renew and strengthen th This, t 
principle of “community rating” a medical 
YOUR Ss ALES against experience rating. Communit} flexible 
¥ rating will reflect the needs of th} avoid u 
high-incidence groups as well as thos} and ga 
of low-incidence groups. effect 0 
SALES TRAINING, RECRUITING PROGRANS Recommends Review zation | 
The study recommends a hospital 
review and planning commission for oe 
WITH the state. This would deal with sug] Par j 
problems as hospital costs, utilization, fit is | 
rate increases, extending enrollment, ' 
“s “s ” yu : improvement of benefits, promotion gf Restrict 
One stop custom produced A-V film standards and community planning fo Restr 
packages including lightweight health services including decisions af conditic 
to the need for the construction of fg. all type 
x cilities. Among other things, the com. stu 
portable projectors mission would serve as an official ad. ein 
visory body to the insurance depart. the ins 
W ; ‘alists i — iliac ment. paymer 
monion ricrunts e are specialists in creating and pro Also recommended are regional hos-f with tl 
ducing films for the Insurance Indus- _ —_— and planning councils, origina! 
‘ : Kas é ese would, inter alia, review re} tyre, tl 
try. Colburn Motivation arene quests for ne increases and changes ody 
films, produced for America’s leading in benefits and transmit such requests jjnes 1 
insurance companies, have aided in the sale of well over with appropriate comments to the? commit 
state-level commission for the infor- termins 
$1 billion in insurance. Each of these successful films has mation of the insurance department. Saeer 
been individually created to meet the specific requirements The report observes that the Blue} jal an 
, . Cross plans now provide prepa | is reco 
of our insurance company clients. hospitalization coverage to more than! ance d 
We would welcome the opportunity to discuss, at no obli- ge of the population. They mus} ysed b; 
: : : J t t A i fear 
gation to you, how our experience in the insurance field and their mes oe po ry a 
, ‘ 4 s n a 
our facilities can assist you in developing your Audio-Visual ter development of additional types of sion al 
program. In addition to experienced counsel, we provide coverage in ond out of the he, ee 
; ; ae F such as nursing home care, home care hospita 
creative script development and writing... production of and ambulatory diagnostic services. medica 
both picture and sound under imaginative directors ...on Consequently, directors of the plans} partici 
: : ‘ 2 : should include representatives of in- analyz: 
location and in our own studios. For sound slidefilms we dustry, labor, official and voluntary} — hospits 
offer a particularly attractive complete A-V film package, health and welfare agencies, and the nancia 
: ‘ : : - ; ee : public, as well as hospital trustees; would 
including a newly designed, lightweight portable projector, doctors, nuvees and social weeleal ince 
at a price that will mean important savings to you. To learn Urges 120 Days’ Coverage hase. 
how we may serve you, WRITE OR TELEPHONE. The study urges each plan to work might 
towards 120 days’ coverage for all hos- — 
pital admissions, and all inpatient hos- arly § 
JCHN COLBURN ASSOCIATES, INC. pital services with a few specified ex- “om to) 
; ee ceptions should be provided as a serv- ICES. 
P. O. Box 236-C, 1122 Content Annnin, Wilmette, Illinois ice benefit. The benefits should be center 
Tel. Alpine 1-8520 uniform state-wide. When this level of } ng a 
benefits is achieved, additional cover- Utiliza 
Eve 
e 8 mittee 
Service Guides|) 2: 
. length 
with 1 
\ The 
4 CONFIDENTIAL NEGOTIATIONS FOR mend 
\' ' SALE OF INSURANCE COMPANIES ing h 
alten || si 
e Blue 
: origin: 
30 N. LaSalle St. Chicago 2, Ill. . 
Ss ] Financial 6-9792 credit 
eee a “ going 
MOTION PICTURES j ee: emir s wih ing to 
SLIDEFILMS pees Professional Services On aamammmmmay Fur 
* RATE BOOKS ° hold ; 
Planning — Page Designing — Preparation haps « 
Proof Reading — Production — Covers public 
FAST * ECONOMICAL new d 
DUNCAN anv COPELAND, INC. 
1038 W. Peachtree St., NW @ Phone TR 3-785 
| Atlanta 9, Georgia saa 
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age in cays can be provided with rel- 
atively little added expense, as has 
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utilization, costs, facilities, benefits, 
etc.—so that the community will bet- 
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itional sep, been demonstrated elsewhere. ter understand the need for rate chang- 
4 Develop Services es. The insurance department should 
es, there f Should + P grant rate changes for at least one 
vidence 4, Blue Cross patients should receive year and for probably not more than 
of the py, post-hospital care under adequate pro- two years. EINS URANCE 
ley Now gy, fessiona! standards. The 1959 legisla- Advertising Plans 
ture removed legal barriers to pay- a 
be aVOida— ment for care in the home by Blue There has been some criticism of 
Nsequenth# Cross, and all plans, as some now are plans for advertising, particularly on 
and maf doing, should develop needed services TV. The study staff opines that the 
nformed x where they do not exist. plans have an obligation to inform the 
in hospit: The insurance department should community of plan benefits and how 
der to plat approve, for experimental purposes, to obtain them. The media is up to the 
; they no the provision in hospitals on an out- managerial judgment of plan directors. EMPLOYERS PROVIDES 
nditures, patient basis of laboratory tests, ex- The quality of the advertising done : : 
_ the repo rays, electrocardiograms, physiother- may be questioned by some, and there complete service in all 
‘ans to ef apy and other ancillary services now have been assertions that the adver- phases of Accident and 
fits to thf available to the subscriber through tising claims of the plans have been Sick te aataiiial 
; including his contract only as an inpatient ex- misleading and inaccurate. For exam- ickness W nig einsur- 
the plant cept in cases of emergency treatment. ple, one plan is said not to tell in its ance is practiced. 
igthen thi This, the study states, would make advertising that it excludes newborn Rs : 
rating” af medical care by the physician more infants from coverage. This creates ill Newest service is Disaster 
“ommuni}} flexible, aid him in early diagnosis, will, according to the study, which Reinsurance, an essential 
2ds of th} avoid unnecessary inpatient admissions suggests that the insurance depart- we originated. 
1] as thoef and gain more experience with the ment can exert discipline under its 
effect of such coverage on costs, utili- advertising regulations. Write for details. 
zation and capital construction. Such The New York City plan spent al- 
ambulatory services were provided by most one-half of 1% of premiums for 
a hospital hospitals to private paying patients advertising in 1958. The plans have 
Ussion for} before Blue Cross came into existence. salaried enrollment representatives. 
with such} their inclusion as a contractual ben- Solicitation costs vary widely in rela- 
utilization, efit is long overdue. tion to premiums, plan to plan, and 
nrollment, ee we the New York City plan spends much 
motion of Restrictive Conditions more than the other seven plans. The 
PP for Restrictions relating to pre-existing solicitation expenditures of the New 
" Ons af conditions should be eliminated from York City plan equalled 2.38% of E 
‘lon of fF all types of Blue Cross group coverage, premiums in 1958. The total for all MPLOYERS REINSURANCE CORPORATION 
Be. he the study urges. Indemnity payments eight plans was 1.98%. 
al ad-— by Blue Cross should be reviewed by fp; . KANSAS CITY, MISSOURI 
e depart. ioe insurance department since such Fignes Rateated ; 21 West 10th St. 
. payments appear to be incompatible The impact of size on cost is indi- 
“couek | Qigialiy ‘thorized bythe ‘egiiac on operating expenses of several plans ———— ee es 
view ik se t sake aces Ses ante in Eee Clase. Glee 107 William St. 175 W. Jackson 100 Bush St. 
1 changes The study urges legislation along the With less than 50,000 members on 
1 requests— ines recommended by the Metcalf Dec. 31, 1957, the 1957 operating ex- 
to the committee in the area of cancellation, Pense per subscriber contract in Great 
he infor-— termination, non-renewal or lack of Falls, Mont., was $10.75 and per mem- 
partment.— conversion privileges in both commer- ber $4.38, while for the New York City 
the Bluey ial and nonprofit health insurance. It Plan these figures were $3.66 and 
prepaid > is recommended also that the insur- 4 
ore than ance department review the methods 
ley must, f used by all insurers for notifying sub- 
) expand} = scribers of their conversion rights. 
d to fos. In addition to a state-level commis- 
types of} sion and regional councils, the study a future that now can be yours 
— recommends that individual hospitals, 
. hospital associations and _ councils, 
an medical societies and other groups M an A Ss A G E N E R A L AG E N T 
3 of m|  Meecipate in a program for collecting, . of the Central Standard Life Insurance Company 
| analyzing and interpreting data on with 
pear hospital patient care, costs, and fi- 

nancial i : h information 
trusts a er ee a A NEW CAREER CONTRACT OFFERS YOU — 

oo ee aon the yp see future see Completely Vested Renewals for the With Central Standard You Enjoy 
to work} might establish a state-wide quarterly premium paying period of the policy * working with an agent-agency 
all ho | ‘dex of hospital wages and regu- Substantial Override for General Agents building organization 
ent hos- larly share with the public informa- : 
fied ex-| tion on personnel policies and prac- Accident and Sickness Plans — * company sponsored education 
a serv- tices. Another suggestion is a hospital “Your partner for Life”’ * tested-proven direct mail aids 
suld be center for management research plan- . 2 ‘ 
level of | ning and development. High Value Low Premium Life Plans ¢ liberal underwriting 
| cover- Utilization Committee Suggested Top First Year Commissions 

Every hospital should have a com- 

mittee on utilization continuously to 
) study admission of services 66 . 
pA Reeth a sr a vt an Ps Mgr ie The secret of success is Constancy to Purpose” 
a with reports to regional councils. Benjamin Disraeli 
mpiGL:| The study makes several recom- Our success has been achieved with our career men and women. 
FOR mendations with respect to reimburs- 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


IES ing hospitals. Blue Cross should not 
guarantee any hospital a profit. 
Blue Cross should return to its 


In Force: $357,405,420 
Assets: $107,284 ,880 





original principle of paying only ac- 

HH ‘ e 

i: credited hospitals. Too much money is Agency Director. Surplus: $14,591,874 

— going to substandard facilities, accord- 

me ing to the report. 

—— Further, the regional councils should Cc E N T R A L S TA N D A R D L I F E 
: hold public hearings at intervals, per- Founded 1905 INSURANCE COMPANY 

rn jf haps every two to four years, to foster 211 W. Wacker Drive Chicago 6, Illinois 


‘ public understanding of trends and 
hew developments or problems in local 


Life - Accident - Sickness 
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ice (administration and supplies), oxy- 
gen service, electrocardiogram service. 

Also, physiotherapy service, basal 
metabolism tests, administration of 
blood and plasma but not the cost of 
either, radium and x-ray therapy, full 
tuberculosis care, full venereal disease 
eare, full drug addiction care, full 
communicable disease coverage, full 
coverage of pre-existing conditions, 
emergency outpatient service, and out- 
patient minor surgery, The additional 
cost of these coverages would be 25 
cents for individuals in the New York 
City plan and 60 cents for family 


The rise in costs is also shown. For 
New York City the per subscriber ex- 
pense in 1953 was $2.99, in 1957 $3.66. 
For Chicago the rise was from $3.47 
to $3.68, for Baltimore $2.26 to $2.90. 


Coverage Recommendations 


$1.62. However, there is a wide vari- 
ance in costs for plans of relatively the 
same size. In the less-than-50,000 cat- 
egory, the figures for Boise, second 
highest in the list, were $10.25 and 
$3.20, compared with Wheeling, W. Va., 
with $2.68 and $1.12. 


Difference Varies 















In the area of coverage, the study 
staff recommends coverage for infants 
during the first 90 days of life, 120 
days for mental illness, full semi-pri- 
vate room service, full payment for 
drugs in the hospital, all laboratory 
service, operating room service, di- 
agnostic x-ray service, anesthesia serv- 


The range of difference is substan- 
tial but not so great as this in plans 
with more than one million members 
at 1957 vear end, The per subscriber 
cost for Boston for 1957 was $2.33, for 
Dallas $4.46. 















You can “Roll a Strike” every time with Columbus 

Mutual’s Agent’s Contract, Induction Program, 

and Sales Packages—because your agents make 

money and you make money with: 

Top Commissions on Leading Par and Non-par Policy Contracts. 
Vested Renewals. 

Higher’ Lifetime Compensation in Service Fees. 
Non-Contributory Pension Plan. 


Free Group Life Insurance. 





New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
% Maximum Production in Minimum Time. 


N Unexcelled Aut-O-Check 
> and Check-O-Matic 
premium payment plans. 







FOR YOU 


Well-balanced General \ 4 
Agent's Contract ts 
providing liberal 
everwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 
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memberships. 

In discussing cancellation and cop, 
version, the report states thai “ade. 
quate provision for health insurang 
coverage for the aged requires that q 
insurers, Blue Cross and commereiy 
companies alike, take responsibility 
for providing conversion health insy. 
ance policies at a reasonable cost,’ 

If Blue Cross, which does allow eg. 
version, is to operate as a social de 
vice for providing coverage for th 
elderly, “then commercial insurang 
companies must carry a reasonabk 
proportion of older citizens as well 
the report declares. Otherwise, Bhy 
Cross rates will be higher than for sim. 
ilar coverage in a commercial insure, 


Notification Of Subscribers’ Rights 


The study recommends a study of 
notification of Blue Cross conversig, 
rights to see that group subscribe 
know what those rights are. Blue Crog 
does not notify group subscribers. Her 
the report points out that many con. 
mercial insurers refuse to permit cop. 
version from group to non-group coy. 
erage. “It should be a matter of eo. 
tinuing public, legislative and execy. 
tive concern as to why such practice; 
are allowed to continue,” the study 
declares. 

Because of suggestions made fron 
time to time that Blue Cross shoul 
adopt deductible and coinsurance fea. 
tures to reduce rates, the Columbia 
study group analyzed a matched san. 
ple of Blue Cross and General Electric 
(whose plan has a 25% deductible, full 
pay to $225, and then 85% coinsurance 
to $7,500 in any calendar year) pa. 
tients. The results of this study were 
mystifying, so much so that the Co- 
lumbia University group urges further 
investigation. For example, the ay- 
erage length of stay for Blue Cross 
patients in the two Albany area hos- 
pitals is higher than that for General 
Electric patients in the same hospitals, 
But the reverse is true in the Syracuse 
area. The differences are enough to 
be meaningful, but the study group 
does not know what they mean. Also, 
in one area charges were higher for 
one group than the other, but in the 
other area the reverse was true. 


Close Study Of Utilization 


The university team closely studied 
the subject of utilization. The find- 
ings showed considerable variation be- 
tween stays of those admitted on 
Tuesday and those admitted on Fri- 
days and between surgical and med- 
ical patients, Sex is an important var- 
iable after age 65 when female pa- 
tients stay longer than males. Length 
of stay was uniformly longer in all 
metropolitan hospitals than in non- 
metropolitan. For the most part pa- 
tients admitted Friday stayed longer 
than those admitted Tuesday. 
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(CONTINUED FROM PAGE 1) 

settlements or policy provisions 

totaled 1,902, of which 787, or 41%, 

were upheld, a substantially smaller 
reentage than for categories other 

than life and A&sS. 

Here is the breakdown of the life 

and A&S complaints and their dis- 
ition 

Seyidual life and annuity policies, 

40 complaints, 164 upheld. 

Group life and annuity policies, 28 

complaints, 11 upheld. 

Accidental death and disability, 12 

complaints, 5 upheld. 








Individual A&S, 611 complaints, 295 
upheld. 

Group A&S, 94 complaints, 46 up- 
held. 

Accident only, 40 complaints, 15 up- 
held. 


Blue Cross and Blue Shield, 359 
complaints, 117 upheld. 
Other hospital and | medical, 
complaints, 134 upheld. 


More In Other Categories 

The 1,902 complaints involving life 
and A&S loss settlements or policy 
provisions were far outnumbered by 
those in other insurance categories— 
in fact, auto bodily injury liability 
alone, with 1,881 complaints, was only 
91 shy of equalling the life-A&S to- 
tal. Automobile was by far the larg- 
est source of complaints, totaling 3,811, 
of which 1,901, or almost exactly half, 
were upheld by the department. 

The remaining 2,114 complaints and 
investigations—those not involving 
loss settlements or policy provisions 
resulted in 1,597, or 71%, being up- 
held. Those involving agents and brok- 
ers (no breakdown is shown between 
life and general lines producers) to- 
taled 475 and resulted in 244 com- 
plaints being upheld. 

235 On License Applications 

Complaints involving application for 
licenses totaled 235, with 67 being up- 
held. Other reasons were premium 
misappropriation, 148 and 123; misrep- 
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Complaints To N.Y. Department Are Up 22% 


resentation, 33 and 12; fhe without 
a license, 20 and 7; rebate of com- 
missions, 15 and 13; non-return of can- 
celled license, 12 and 11; aiding in- 
surer not authorized in New York 
state, 2 and 1. 

In the insurance-company category, 
there were only two complaints on il- 
legal insurance enterprises and both 
were upheld. There were 94 resulting 
from investigation of incorporators 
and directors of insurers seeking li- 
censes and 81 of these complaints 
were upheld. 


Many ‘Other Violations’ 


The other complaints or investiga- 
tions not involving loss settlements or 
policy provisions totaled 1,543 and 
were upheld in 1,270 cases. “Other 
violation of insurance law” accounted 
for 1,053 complaints, with 905 up- 
held; “violation of other law,” 12 and 
12; commission disputes, 145 and 129; 
miscellaneous, 332 and 224. 

The foregoing tabulations do not in- 
clude 2,660 inquiries about compa- 
nies and policy provisions for which 
information was furnished by the de- 
partment during 1959. 


Crown Life Introduces 


Guaranteed Equity Plan 

A new Guaranteed Equity Plan has 
been introduced in the U. S. by Crown 
Life. 

A non-participating plan available 
in minimum face amounts of $15,000, 
it features high cash values from the 
second year which are life-insured to 
age 65 without extra premium. The 
plan is paid-up at 65 or in 30 years 
whichever is longer. At issue ages 35 
and over, protection on the cash values 
ceases at 65 and there is a substantial 
reduction in premium. Disability 
waiver and disability income can be 
added. 

The Guaranteed Equity Plan is es- 
pecially designed for guaranteed sav- 
ings programs, split dollar plans, and 
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A PARTY .. 


DEMOCRACY IS NOT 


..IT’'S A WAY OF LIFE! 


ALL AMERICAN LIFE & 
CASUALTY COMPANY believes... 


“You should have VESTED interests for 
yourself and your heirs.” 


er om — 





self-financed plans, where the client 
wants low initial rates and the guar- 
anteed features of non-participating 
insurance. 


Stowell Rejects 28% 
Blue Cross Increase 


In Southwestern Ohio 
Superintendent Stowell of Ohio has 
rejected a 28% increase in Blue Cross 
rates in southwestern Ohio, requested 
by Hospital Care Corp., Cincinnati, 
but has offered to approve a 19.5% 
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increase if Blue Cross would choose to 
refiie for the lesser amount. This is to 
be decided by the executive commit- 
tee of the Blue Cross board of trus- 
tees. 


Income Increased $7.5 Million 


The 19.5% represents increased 
costs, income to replace depleted re- 
serves and greater use of facilities. It 
would increase income $7.5 million a 
year. Mr. Stowell rejected requests for 
a 5% increase to raise benefits of 
ward contracts and a 3.5% increase for 
additional new beds. 





“Hal, when you 
chose our 


you were on 
the soundest 
medical ground!” 


6 

War. I’ve been hearing good things 
about North American Reassurance from 
the rest of the staff, but I’m specially in- 
terested in your ‘medical’ opinion, Bill.” 

“Just take this Rating Manual they gave 
us. The most complete, authoritative life 
manual I’ve seen... like having the best 
informed GP at your side.” 


“Glad to hear it. Each of their ceding 





companies gets one, and | understand 


; North American Re does a bang-up job of 


keeping the manual updated. Anything 


' . 
else impress you?” 


“Yes—their medical underwriting capa- 
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bility is not only broad, but deep. After all, 
assessing unusual or combination risks is 
the toughest part of medical underwriting. 
Their staff and consultants are helpful to 
us because they’re exposed to so many 
and varied substandard risks. For example, 
look at these papers published by North 
American Reassurance. They really know 
heart disease from the standpoint of 
insurability.” 

“| see what you mean. You know, | 
think their reinsurance services are what 
they are partly because that’s the only 
business they're in... and | like that. By 
the way, I’d like to borrow these cardio- 
vascular and coronary papers to read.” 


“‘0.K.—but | want them back 


for our medical library 
soon as you're done.” 











Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 
and policies of All American Life & Casualty Company. 


** Building for Billions’’ 


WRITE: 

Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Bldg., 505 Park Place 
Park Ridge, Illinois. 


AMERICAN 


CHICAGO, ILLINOIS 


Fanaa 


General Offices: ALL es at BUILDING, 





PARK RIDGE, ILLINOIS 





Right. These four papers, written in whole or in part 

by Dr. Harry E. Ungerleider, Consulting Medica/ 

Director of North American Reassurance Company, 

should be in the medical library of every life company. 

e Insurability in Cardiovascular Disease 

@ Newer Horizons in Medical Underwriting 

@ Long-Term Prognosis and Insurability in Coronary Heart Disease 
@ Life Expectancy and Insurability in Heart Disease 


Would you like a copy of each? Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chice jo 1, lil. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., 


Reinsurance Exclusively 





San Francisco 4, Calif. 








LIFE e ACCIDENT & SICKNESS - GROUP 








' (Editorial Comment 
AM a Fund Executive Objects 


. Wurzburger of Mu- 
tual Fund ert Inc., of New York 
City, has written us about the criti- 
cisms made by Executive Vice-presi- 
dent L. Douglas Meredith of National 
Life of Vermont of certain mutual 
fund features. These were reported in 
the Aug. 6 issue. 

Mr. Wurzburger says in part: 

“Mr. Meredith emphasizes that the 
management fees are excessively high; 
that a large part of the over-all growth 
of funds in recent years has come from 
new sales rather than asset growth; 
that there are now so many of them 
that the SEC admits it can’t properly 
inspect them with sufficient frequen- 
cy; that fund performances don’t mea- 
sure up to certain yardstick averages; 
that in all likelihood bitter disillusion- 
ment is the future for fund investors. 

“It brought back to me memories of 
1936 when I was a comparatively 
young lad enthusiastically selling life 
insurance. That man in the White 
House was advocating a national pro- 
gram of compulsory old age retirement 
plans. Without a known exception, 
every life insurance company president 
viewed this as a communist-socialistic 
plot that would ruin free enterprise, 
bankrupt the nation, destroy all moral 
and initiative values, and a gigantic 
swindle to boot, as it was freely pre- 
dicted that no citizen would ever see a 
dime of it, etc., etc. 

“Social security hasn’t been the only 
incident ‘viewed-with-alarm’ by lead- 
ers of the life field. The New York 
state savings bank insurance law got 
them choleric. GI life insurance was 
equally catastrophic—but not as loudly 
opposed because opposition might pos- 
sibly have been construed as selfish 
and ungenerous to the boys in uni- 
form. Oddly, these have been factors 
that helped bring about the gigantic 
growth of the life industry in the last 
two decades. 

“I gather from the article that Mr. 
Meredith was addressing his agents. 
Did it occur to Mr. Meredith that 
amongst his sales force there might be 
a few questioning minds who might 
wonder to themselves, ‘If all this is 
true, then how is it possible for the 
mutual funds to foist this worthless 
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truck on the public? Do they have 
sales ideas and sales presentation me- 
thods that create salesmen who appear 
to be seven feet tall?’ Such is far from 
the case. Sales training by the funds 
is about comparable to what was of- 
fered in the life field around 1900. 

“This letter is not for the purpose of 
defending the value of the funds. It is 
solely to suggest that many life men 
are capable of questioning, investigat- 
ing and drawing their own conclu- 
sions. Question one might well be why 
officers and directors of life compa- 
nies serve as directors of these ‘road- 
to-ruin’ funds.” 

It’s easy to understand Mr. Wurz- 
berger’s reaction to Mr. Meredith’s 
statements. What is not so easy to fa- 
thom is why he devoted two pa- 
ragraphs to statements about social 
security, GI life insurance, and sav- 
ings bank life insurance, none of which 
have any bearing on whether Mr. 
Meredith was right or wrong in his 
comments on mutual funds. And in- 
cidentally, in spite of all the theoriz- 
ing there has been about the help 
these forms of insurance have been to 
the regular life insurance business, 
we’ve never been convinced that a 
whole lot more life insurance wouldn’t 
have been written if OASI, GI cover- 
age, and SBLI had never existed. 

Mr. Wurzburger wonders whether 
it occurred to Mr. Meredith that there 
might be some questioning minds in 
his audience. Naturally, we have no 
idea whether such a thought occurred 
to Mr. Meredith, but in any event it 
seems impossible that they should have 
asked themselves, “If all this is true, 
then how is it possible for the mutual 
funds to foist this worthless truck on 
the public?” The reason such a ques- 
tion would have been impossible is 
that Mr. Meredith did not say or im- 
ply that mutual funds are “worthless 
truck.” It is entirely possible to make 
wholly valid criticisms of certain fea- 
tures of mutual fund operations with- 
out categorizing mutual funds as 
“worthless truck.” 

The possibility that any “question- 
ing mind” in Mr. Meredith’s audience 
wondered if the funds have “sales 
ideas and sales presentation methods 





FieNATIONAL UNDERWRITER 


that create salesmen who appear to be 
seven feet tall” is equally remote. No- 
where in our account of his talk was 
there any reference to the sales me- 
thods cr presentations used by the 
mutual funds. 

Mr. Wurzburger says his letter is 
not for the purpose of defending the 
value of the funds, so of course it would 
be unreasonable to chide him for not 
answering a single one of Mr. Mere- 
dith’s criticisms—even though one may 
wonder why he didn’t. His purpose, he 
says, “is solely to suggest that many 
life men are capable of questioning, in- 
vestigating and drawing their own con- 
clusions.” He goes on to suggest that 
the first question might well be “why 
officers and directors of life compa- 
nies serve as directors of these ‘road- 
to-ruin’ funds.” 

But since Mr. Meredith was not con- 
tending that mutual funds are roads 
to ruin, to ask why a few officers and 
directors of life companies serve on 
mutual funds’ boards seems like a 
strange point of departure for life 
agents interested in “questioning, in- 
vestigating and drawing their own 
conclusions.” There was not even an 
implication in Mr. Meredith’s talk that 
he considers mutual funds so bad that 
no self-respecting life company exec- 
utive or director should serve on a mu- 
tual fund board. 

In fact, in discussing the advantages 
claimed for mutual funds, Mr. Mere- 
dith mentioned “the opportunity for 
investors of large and small means to 
participate of American industry,” and 
then commented: “There’s merit to 
this contention—provided the indivi- 
dual has his financial affairs in such 
shape that he is justified in buying 
stocks.” 

Like countless other life insurance 
men, Mr. Meredith appears to have no 
objection to mutual funds per se, but 
he deplores the willingness of thought- 
less family heads to plunge into equity 
investments before they’ve provided 
their families with a good solid pro- 
gram of life insurance. 

Even if mutual funds were every 
bit as good a buy as their most devoted 
admirer contends, they still should not 
be compared with life insurance or re- 
garded as even remotely comparable 
in meeting the needs for which cash- 
value life insurance is designed. The 
idea of buying term insurance and in- 
vesting the difference in mutual funds 
is something that came from the mu- 
tual fund side of the fence. The mutual 





The National Weekly Newspaper 
of Life and A&S Insurance 


EDITORIAL OFFICE 
17 John St., New York 38, N. Y. 

Tel. BEekman 3-3958 TWX NY 1-3080 
Robert B. Mitchell, Executive Editor 
William Macfarlane and Jud Higgins, 
Assistant Editors 


CHICAGO EDITORIAL OFFICE 
175 W. Jackson Blvd., Chicago 4, Il. 
Tel. WAbash 2-2704 TWX CG 654 
John C. Burridge, Associate Editor 
Richard G. Ebel, William Faltysek and 
R. R. Cuscaden, Assistant Editors 
Marjorie Freed (production) and 
Barbara Swisher, Editorial Assistants 








THE NATIONAL UNDERWRITER 


@ 


Published by 
The National Underwriter Co. 


OFFICERS 
John Z. Herschede, President 
Louis H. Martin, Vice-President 
Kenneth ©. Force, Vice-President 
H. P. Gravengaard, Vice-President 
Robert B. Mitchell, Vice-President 
George C. Roeding, Vice-President 
James C. O’Connor, Secretary 
Joseph T. Maloney, Treasurer 
ADVERTISING OFFICE 
175 W. Jackson Blvd., Chicage 4, IL 
Tel. WAbash 2-2704 TWX CG 654 
Raymond J. O’Brien, Advertising Manager 





SUBSCRIPTIONS: 420 E. Fourth St., Magee ge 4 2. $7.50 per year (3 years, $20); Canada $8.50 


r year (3 years, $23); Foreign $9 pe: 


cw Scr 


year (3 years, $24.50). 
Cents CHANGE OF ADDRESS: Enclose mailing wrapper and Post Office form 3579 with 
ss, and allow three weeks for completion of the change. 


30 cents per copy, back copies 


BUSINESS OFFICE 


420 E. Fourth St., Cincinnati 2, Ohio 
Charles P. Woods, Sales Director 
REGIONAL SALES MANAGERS 

Fred Baker, Atlanta 
Paul Blesi, Cleveland 
Alfred E. Cadis, Dallas 
David Chapman, Des Moines 
Dana L. Davis, Boston 
James E. McSurely Jr., Denver 
William J. Gessing, Detroit 
Clarence W. Hammel, New York 
Roy H. Lang, Boston 
Howard J. Meyer, Minneapolis 
Raymond W. Rieke Jr., Los Angeles 
William D. O'Connell, Chicago 
George C. Roeding, Cincinnati 
A. J. Wheeler, Chicago 
Robert J. Wieghaus, Chicago 
George E. Wohlgemuth, St. Louis 





Robert I. Zoll, Philadelphia 











August 20, Igy 








fund people should not be outraged , 
even surprised when life insurane 
people spotlight the weaknesscs of p 
tual funds in an effort to keep % 
public from buying mutual fund shary 
to fill a need that can only soundly } 
filled by permanent, cash-value lit: 
insurance.—R.B.M. 
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A double anniversary Chica 
was held at Union Life of Chicag 
home office honoring Harry C, 
vice-president and agency director, ang 
Robert C. Hartney, secretary, for thej 
25 years with the company. 


W. C. Greenough, president and trys. 
tee of Teachers Insurance & Annuity 
and College Retirement Equities Fug 
has been appointed insurance chairmay 
for the 1960 volunteer fund Yaising 
campaign of New York state citizex 
committee for the public schools, 


C. Carney Smith, general agent jp 
Washington, D.C., for Mutual Benefj 
Life, has been made a trustee of Ds. 
troit Institute of Technology. 


Sidney Salomon Jr., general agent 3 
St. Louis for Crown Life, has been ap. 
pointed chairman of the Democratir 
national finance committee. He wil 
work from committee headquarters jn 
Washington, D.C., and will direct the 
organization’s fund-raising activitie; 
throughout the U.S. He is a forme 
treasurer of the national committee 
and director of the Democratic Senate 
committee. 


F. J. Budinger, executive vice-presi- 
dent of Franklin Life, and his family 
arrived in Europe on the S.S. United 
States for a two-month tour. They plan 
to take in the Olympic games at Rone 


W. T. Beadles, Illinois Wesleral 
University professor of insurance and 
past president of American Assn. o 
University Teachers of Insurance, ha 
been named “Teacher of the Year” by 
the university’s Century Club. The 
award is for excellence in teachin 
and is accompanied by a cash stipend. 
He is the first recipient. 


Deaths | 


GEORGE R. JORDAN Sr., 66, senior 
vice-president of Republic National 
Life, died after a 
short illness. He 
was. a_- general 
agent for South- 
land Life from 
1917 until 1933) 
when he _ joined 
Internation- 
al Travelers As- 
surance, becoming 
vice-president and 
a director. When 
that company was 
acquired by Re 
public National in 
1945 he was appointed a vice-presi- 
dent, director and member of the exet- 
utive committee. He held a number of 
important industry positions, serving 4% 
president of Texas Life Convention and 
group committee chairman of the old 
Health & Accident Underwriters Con- 
ference. 

Mr. Jordan was president of Lions 
International in 1941 and _ regionéd 
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My. was also active in charity organi- 
thf ations and Presbyterian church work. 


PAUL C. BUFORD, 67, president and 
“B nairman of Shenandoah Life, died of 
li leukemia in Roan- 
oke, Va. He be- 
came president 
and general coun- 
sel in 1939 after 
practicing law for 
some years in 
Roanoke. He re- 
signed from the 
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when Blake T. Newton Jr. left to be- 
come executive vice-president of Insti- 
tute of Life Insurance. At that time Mr. 
Buford appeared to have recovered. 

He was a member of the Virginia 
commission on state capital outlays and 
means of financing and served in many 
capacities with insurance associations. 
He was a director of Roanoke Medical 
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C ti 
nt Conventions 
Vational 
after a 
ss. He g August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
general f annual, Queen Elizabeth Hotel, Montreal, 
South- Canada. 
from § August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue-Stratford Hotel, Phila- 
1933) delphia. 
joined § Sept. 11-16, National Assn. of Life Under- 
tion- writers, annual, Statler & Mayflower Hotels, 
Washington, D. C 
s As- Sept. 18-21, International Claim Assn., annual, 
-oming Whiteface Inn, Whiteface, N. Y. 
nt and@ Sept. 21-23, Life Insurance Advertisers Assn., 
When annual, Essex House, New York. 
Sept. 26, Fraternal Actuarial Assn., annual, 
Ly was Queen Elizabeth Hotel, Montreal, Canada. 
y Ref Sept. 26-28, National Fraternal Congress, an- 
li nual, Queen Elizabeth Hotel, Montreal, Can- 
nal in ada. 
"presi ) Sept. 26-28, Life Office Management Assn.. 








annual, Royal York Hotel, Toronto, Ont., 
Canada. 

Sept. 28-30, Society of Actuaries, annual, Edge- 
water Beach Hotel, Chicago. 

Sept. 14-16, Society of Chartered Property 
& Casualty Underwriters, annual, Statler 
Hotel, Detroit. 

Oct. 10-11, Conference of Actuaries in Public 
Practice, annual, Sheraton- Blackstone Hotel, 
Chicago. 

Oct. 10-14, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 27-29, Midwest Management Conference, 








annual, French Lick, Indiana. 
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Says Agent Can Earn More As 
Team Member Than By Himself 


Benjamin L. Stern of the Marks 
agency of New England Life in New 
York City makes a strong case for 
working in partnership with other 
agents as contrasted with the go0-it- 
alone system characteristic of most 
agents’ operations. Mr. Stern is a con- 
sistent million dollar producer. He 
wrote this article for New England 
Life’s Pilot’s Log. 


Why don’t more insurance salesmen 
have partners? 

We agents are in a service business. 
We differ from commercial and manu- 
facturing businesses in that we have 
no inventory, employ no labor, and 
require no plant or machinery. We 
sell our time and our skill—our skill 
in advising people on their financial 
problems. In the same sense, physi- 
cians, accountants, lawyers, engineers, 
architects and general insurance brok- 
ers are in service businesses or profes- 
sions. 

With rare exceptions, the life insur- 
ance salesman is a lone wolf. Few 
partnerships have been formed in the 
life insurance business at the selling 
level. Compare this with the other 
service professions I have mentioned, 
where partnerships or group practice 
are extremely common, and where the 
best known and most successful or- 
ganizations are almost always multi- 
member firms. 


Why A Partnership? 


If lawyers and accountants find it 
advantageous to operate in partner- 
ships, why shouldn’t the same advan- 
tages accrue to a life insurance man 
in a partnership situation? Let’s con- 
sider the reasons why other people 
form partnerships. 

As our society has become more 
complicated, various degrees of spe- 
cialization have grown up. within 
every profession. Today it is difficult 
for an individual in any of the fields 
mentioned to have an all-encompass- 
ing knowledge. By the association of 
a number of men in a common enter- 
prise, specialists of various kinds can 
operate as a unit and offer a complete 
service to their clients. The skills of 
each supplement the skills of others. 
Every individual 
conscientiously accept any business 
that comes his way because he has 
the security of knowing that, even 
if the particular matter is beyond him, 
it will be within the capabilities of 
one of his partners. 


Levels Peaks, Valleys 


Another important factor is that in 
a multi-member operation the amount 
of business done tends to level out. 
The sharp peaks and valleys which 
individual practitioners experience are 
less likely to occur. If I have a dry 
spell and do no substantial business 
for a period of time, it is quite possible 
that one or more of my associates 
wili be in a flush period. 

Furthermore, business does not come 
to a standstill because one of the 
members of the firm takes a vacation 
or is absent because of illness. The 
work of the absent member can be 
carried on by someone else; while he 
isn’t bringing in any new _ business, 
others will. 


Cut Office Costs 


One of the most serious problems 
an individual practitioner faces is that 
often he must staff his office to cover 
his peak load. As a result, he finds that 
during much of the year he is carrying 


in the group can - 





more overhead than is really necessary. 
The alternative is to be understaffed 
when business is good, thus making it 
difficult to turn out work when it is 
most profitable to do so. 

In group operations, the common 
cost of overhead and staff tends to be 
lower than if each member of the 
group were obliged to obtain equal 
services on an individual basis. With a 
larger amount of business to be serv- 
iced, the overhead cost per unit in- 
evitably goes down. 


More Because Joint 


I think it is also true that, in a 
partnership, the sum of the business 
done by its members is frequently 
larger than the sum of the business 
that each member would produce 
working alone. One factor is the great- 
er efficiency of the partnership, for the 
reasons already mentioned. The other, 
and perhaps more important reason, is 
that each member has the spur of his 
responsibility to the others. 

When I am in business alone, I 
hurt no one but myself if I fail to do 
my best. When I have partners, I 
have the added responsibility of hold- 
ing up my end of our mutual enter- 
prise. There is a competitive aspect 
here which is comparable to a com- 
pany’s production contests. If my 
partners are doing well, I want to do 
as well as they. 


Greater Prestige Achieved 


Finally, the prestige of a group of 
practitioners in any field tends to be 
greater than the prestige of a given 
individual. This is particularly true 
today, when bigness is a much ad- 
mired quality throughout the business 
world. You need to try it only once 
to discover the tremendous difference 
it makes if you introduce yourself as 
Ben Stern of the firm of Humpty, 
Dumpty & Stern, rather than as just 
plain Ben Stern. 

I believe that the reasons why law- 
yers, accountants, architects and other 
professional men derive substantial ad- 
vantages from working in association 
with one or more colleagues apply 
with equal force to the man who earns 
his living as a life insurance salesman. 


Due Only To Custom 


It seems to me that we have char- 
acteristically conducted our business 
as individuals, not because life insur- 
ance selling cannot intelligently and 
successfully be carried on in multi- 
member partnerships, but rather be- 
cause of the historical development of 
our business. We are brought into life 
insurance selling as agents for an 
insurance company, and the whole 
structure proceeds from his funda- 
mental fact. 

In the last 20 years, however, an 
increasing number of agents have 
come to regard themselves both as 
representatives of a life insurance 
company and as men conducting their 
own business. The ordinary agent is 
not an employe of the life insurance 
company, he is an independent con- 
tractor. If this is so, there is no logical 
reason why he cannot form partner- 
ships with other agents. If we break 
through the tradition that obscures 
our vision, I think we will recognize 
this very quickly. 


Needs Diverse Skills 


A successful life insurance salesman 
must develop a number of separate 
skills. He must have the ability to 
prospect for business. He must acquire 
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a fund of technical knowledge about 
taxes, wills, trusts and employe bene- 
fits; and the minimum equipment re- 
quired in these areas expands every 
day. He must learn the art of persua- 
sion, commonly called closing ability. 
He must develop effective personal 
business practices. 

Most of us do better at one phase of 
the job than at the others. Each of us 
has different strengths and weak- 
nesses. If I am a good prospector but 
an indifferent closer, and the man in 
the next office is a weak prospector 
and a strong closer, why shouldn’t we 
join forces? IT’ll do the prospecting 
while he does the closing. 


Does Job He’s Best At 


Thus we spend our time doing the 
job we do best, and such a division of 
labor will inevitably call forth a better 
performance from both of us. Visualize, 
if you will, a group of life insurance 
men in business together. One of them 
is a pension trust and group specialist, 
another an estate planning specialist, 
another an expert in dealing with 
doctors and other professional people, 
a fourth is a good politician etc. 

Isn’t it logical to assume that such a 
group, working jointly, will do more 
business and render better service to 
their clients than the same men would 
do if they were working alone? 


Aged Can Handle 
Own Health Care: AMA 


(CONTINUED FROM PAGE 6) 
fore they became 65 years old. What 
do you think would help such a per- 
son most?” 

The question received the following 
answers “Let people over 65 enroll” 
(26%); “Establish new private medi- 


cal insurance plan for people over 
65” (16%); “Federal government to 


set up medical insurance plan for peo- 
ple over 65 who want it” (36%); “Fed- 
eral government to set up medical in- 
surance plan which everyone over 65 
must buy” (10%); “Don’t know” 
(12%). 

“This demonstrates that the vast 
majority of our older citizens favor 
voluntary programs and that only 
10% or so support compulsory plans,” 
Dr. Larson said. “This is of the ut- 
most importance to Congress in its 
current efforts to shape medical aid 
legislation for the aged. The AMA is 
vigorously supporting voluntary legis- 
lation to help those of our aged citizens 
who really need help. We are opposed 
irrevocably to compulsory legislation 
that seeks to cover everyone regard- 
less of whether they want help or 
need it.” 








Connecticut’s Gov. Ribicoff, right, 
receives from Julian D. Anthony, pres- 
ident of Hartford Life, left, the first 
life policy issued by the company, the 
life affiliate of Hartford Fire which, 
until recently, had the corporate title 
of Columbian National Life. Looking 
on is Barnard Flaxman, vice-president 
of the Hartford Fire group of compa- 

nies. 
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Technical Sessions 
Program For LOMA 
Annual Conference 


The technical sessions at the annual 
eonference of Life Office Management 
Assn., Sept. 26-28, at the Royal York 
Hotel, Toronto, will deal with many 
problems confronting the life insurance 
business. Various discussion and panel 
sessions will cover such subjects as 
new developments in automation, col- 
lection methods and systems, and bud- 
gets and budgeting. 

Monday afternoon, the automation, 
cost and personal administration 
committees will conduct five concur- 
rent sessions. “New Horizons in Auto- 
mation” will be the subject of the 
first automation committee discussion. 
Arthur A. Wheeler, New York Life, is 
chairman. Three panels will be heard 
on this topic: 


Computers Panel 


—‘“There Is More to Computers than 
Data Processing,’ Eugene Boulanger, 
Mutual of New York, moderator, with 
James T. Byrne, Metropolitan Life, and 
Nathan F. Jones, Prudential. 

—“‘Optical Scanning for Life Com- 
panies,’”’ S. Charles Corte, Continental 
Assurance, moderator, with Wilfred A. 
Kraegel, Northwestern Mutual, and 
A. C. Vanselow, Franklin Life. 
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—“‘Data Communications for Elec- 
tronic Data Processing,” with John R. 
van Dyke and Robert Roth, both of 
Radio Corp. of America, 

The new subcommittee on users of 
smaller electronic data processing 
equipment, under the chairmanship of 
John G. Pensock, Washington National, 
will also run three panel sessions dis- 
cussing non-magnetic-tape equipment 
problems: 

—‘Comparison of Consolidated and 
Functional Approaches to Ordinary 
Insurancer,” with John G. Helkenn, 
Bankers Life of Iowa, G. M. Mitchell, 
Pioneer American, and George E. 
Gould, Manufacturers Life. 


Consolidated Files 


—‘Maintainance and Control of Con- 
solidated Files,’ with Harry W. Ken- 
ney, Kansas City Life, and John T. 
English, Commonwealth Life. 

—‘What the Smaller Company Can 
Do to Prepare for a Computer in the 
Future,” with Mr. Pensock. 

The cost committee will also conduct 
two concurrent sessions. The first, 
“Cost Controls,’ has H. Clifford Page, 
New York Life, as chairman. Panelists 
will include Hilbert S, Browne, Acacia 
Mutual Life; Leo J. Danzinger, Bankers 
Life of Iowa; William G. Phillips 
Mutual Benefit Life, and Carter M. 
Sutherlin, California-Western States 
Life. 

“Budgets and Budgeting,” the second 
session, will be moderated by William 
A. Diman, John Hancock, assisted by 
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A & S INSURANCE 
AGENCY SUPERVISOR 


Unusual opportunity in sales management with old established midwest company 
licensed in all 50 states. Aggressive expansion program requires experienced man 
in A & H and Life sales management and training, capable of dealing with our 
established, large-volume producing general agents and of recruiting and appoint- 
ing new ones. This will require considerable travel to start, and offers opportunity 
to become agency director of this sales division. Good starting salary and expenses. 
If you have had success in recruiting, training and managing A & H sales forces, 
preferably in the midwest, you'll be able to create new records with us and our 
complete backing to help you reach top management levels. Give full background 
in confidential letter. Our associates are informed of this ad. 


Write Box T-24, National Underwriter 
115 W. Jackson Bivd., Chicago 4, Ill. 








BROKER WANTED! 


If you are a securities firm specializing in the 
marketing of life insurance stock, please con- 
tact us. We're a recently licensed life insurance 
company with a new and appealing concept. 
Nationally known men e@re organizers of our 
company; officers and directors are well above 
average in life insurance experience. Stock reg- 
istered with S.E.O. Reply to Box T-I4, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicego 4, Ill 


GROUP SALES REPRESENTATIVES 


Experienced Group sales representatives needed 
for assignments in Tampa, Birmingham, Kansas 
City, New York City, Pittsburgh, Memphis, 
Cleveland, and Greensboro, N. C., by large 
New England life company offering excellen 
future with advancement opportunities and lib- 
eral employee benefits. Compensation by salary 
and bonus. All replies confidential, Box T-3, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











WANTED NOW! 


An experienced Sales Director to head selling 
program for aggressive young securities firm 
specializing in life insurance stock. A golden 
opportunity for qualified man. Reply to Box 
T-13, National Underwriter, 175 W. Jackson 
B'vd., Chicago 4, Illinois. 











} Training Director for life company or agency. 


GENERAL AGENT 
c.L.U., for large life company, prefers top 
position in Boston, Massachusetts as Life Man- 
ager in large general brokerage house or as 


Experienced in all phases of Life and A&S busi- 
Reply—A.L.S. Box T-I8, National Under- 
75 W. Jackson Blvd., Chicago 4, Illinois. 








ACTUARY 


Recent Fellow of Society wanted to accept 
a broad range of responsibilities in the 
Ordinary line. The company is a stock 
company on the East Coast, operating na- 
tionally, and offers unusual growth oppor- 
tunities. Fringe benefits and salary are 
liberal. 


Write in confidence to Box T-22, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. Our employees know of this ad. 


William K. Headley, Provident Mutual; 
John Rintoul, Canada Life, and John 
F. Wood, Mutual of New York. 


Career Personnel Development 


The final Monday concurrent session 
will be run by the personnel admini- 
stration committee under the title 
“Development of Career Personnel.” 
William H. Eastman, John Hancock, 
will be moderator, Individual speakers 
will discuss determining manpower 
needs for replacement and expansion, 
analysis of manpower sources, building 
management development programs, 
and developing a new image of career 
opportunities in the life insurance 
business. 

Following these four presentations, 
the committee will hold an informal 
question-and-answer period covering 
personnel problems raised by members 
of the audience. 

On Tuesday afternoon, after the 
LOMA luncheon honoring the 1960 
LOMA Institute fellows, the Canadian, 
north Atlantic, southwest, and western 
planning committees will each present 
two concurrent planning sessions. 

—Canadian planning committee. “A 
Review of Current Practices Relating 
to Office Furniture and Machine 
Equipment,” G. J. Williams, Pruden- 
tial, moderator, with P. D. Burns, 
Confederation Life, and J. G. Masters, 
Dominion Life. “A Systems and Pro- 
cedures Clinic,” Howard W. Johnson, 
Northern Life, moderator; with F. L. 
Biggar, Imperial Life; L. M, Clark, Sun 
Life of Canada; Paul Deighton, Ex- 
celsior Life; E. Wendell Kaitting, Em- 
pire Life; J. D. Milne, Canada Life; 
H. John Neufeld, Great-West Life; 
J. M. Otterbein, North American Life; 
K. L. Perigoe, London Life; Hudson 
J. Stowe, Manufacturers Life, and 
W. A. Young, National Life of Canada. 


Reducing Operating Costs 


—North Atlantic planning commit- 
tee. “Proven Methods for Reducing 
Operating Expenses,” Joseph Didusch, 
Sun Life of Canada, moderator, with 
Bruce Avedon, State Mutual Life; 
Raoul J. Grandpre, Hartford Life; 
Harlan L, Howard, Travelers; Howard 
W. Maze, Mutua! Benefit Life; Louis 
H. Soule, Baltimore Life, and William 
R. Stack, John Hancock. “Effects of 
Electronics on Methods and Procedures 
and on Planning Organization,” Albert 
J. Hastaba, Colonial Life, moderator, 
with William W. Eitel, Home Life of 
New York; Everett Jones, Equitable 
Society; Logan J. Massee, Massachu- 
setts Mutual, and Alfred S. Rosen- 
felder, United States Life. 

—Southwest planning committee. 
“Depreciation Systems for Non-Ad- 
mitted Assets,” Marden Miller, South 
Coast Life, moderator, with John W. 
Knight, American General; and Ray 
Weaver, American National. ‘“Prepar- 
ation and Accumulation of Agents’ 
Records,” Mr. Miller, moderator, with 
Hilton H. Campbell, Republic National, 
and Robert B. Hallmark, Tennessee 
Life, 


Collection Methods, Systems 


—Western planning committee. “Col- 
lection Methods and Systems,” C. Nel- 
son Kimber, Occidental of California, 
moderator, with Richard D. Dotts, 
Pacific Mutual, and Norman B. Hous- 
ton, Golden State Mutual. “Office 
Services,” R. Lee Smith, Farmers New 








AGENCY DIRECTOR 


For fast expanding Mid-Western Life Insurance 
Company with approximately 85 Agents and 35 
Million in force. Salary commensurate with 
ability. Recruiting and training of General 
Agents and — Full background with first 
letter. Write Box T-21, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Illinois. 
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World Life, moderator, with ‘Taroiggpitt 46V210 
Moyer, Metropolitan Life. ing, 80 Ay 
On Tuesday evening, a discussion will 4 
the LOMA Institute’s prograin wiy yg Satan 
conducted by members of the Instit, Enro or 

council and staff. he univ 


Absences Of Home 
Office Women Dro, 


Rate For Men Rises} ne »« 
i disapprov 
The illness-absence rate for wom af which 


employed in life company home offfcg 
improved in 1959, but the rate for me . 


increased, according to a survey ey The er 
ducted by Life Office Managemal PPO te. 
Assn: The survey covered 60,000 & ing to th 
male and 15,000 male employes wor ag ss rov 
ing in the home offices of 71 Loy provi 


member companies. 

The survey, in seventh such ann, 
study of absences and separations may 
by LOMA, shows that the ave 
number of illness-absence periods f 
women, 3.16, was lower in 1959 than}; 


any of the preceding four years. (4; as 


illness-absence period is defined as thy 
total duration of an absence, regary 
less of the number of days involved) 
The average number of days wome 
were absent due to illness in 19 
was 6.55. 


Male Absences Increased 


On the other hand, the average nun. 
ber of illness-absence periods for me, 
1.73, was higher in 1959 than at ay 
other time since 1955. The averag 
number of days men were out sick ip 
1959 was 4.05. 

The turnover rate among the 71 com 
panies reporting showed that separa. 
tions were up in almost all cases. Abou! 
five out of six companies reported thai 
separation rates for women incre 
last year. In about two-thirds of 
companies, the 1959 separations "| 





men increased. 

The report explained that one 
the major factors influencing illness. 
absence and separation rates is the 
condition of the clerical labor market 
When there is an abundance of jo 
and a scarcity of employment appli- 
cants, the study notes, there is likely 
to be a period of high turnover ani 
increased absenteeism. 


Little Labor Market Change Seen 


Participants in the survey anticipate 
little change in the labor market dur 
ing 1960. Fifty-one companies foresar 
no significant changes, 15 companies 
reported they anticipated a tighter la 
bor market this year, and four con- 
panies said they believed it would k 
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less difficult to hire clerical employe 
in 1960 than it was in 1959. These fig- 
ures, incidentally, are the same as those 
in last year’s survey. 

Of the 71 companies, 34 have taken 
part in the survey continuously since! 
it was started seven years ago. 

A copy of the survey, “Illness-Ab- 
sences and Separations in 71 Home 
Offices During 1959,” is available on 
request from LOMA. 


S.M.U. Institute 
Sets Autumn Classes 


Fall basic classes in life insurance 
have been set by S.M.U. Institute. 

Classes for the ordinary agent are 
scheduled for Sept. 5-30, or are avail- 
able on a broken schedule—Sept. 12-16, 
Oct. 17-21, Nov. 14-18 and Dec. 12-16. 
Combination company persona 
classes will be held Nov. 21-Dec. 16. 

Emphasis will be placed on sat 
situations leading to package sales. 
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ing, and speech. Management subjects 
gil] be inc luded for combination per- 


gnnel. ; 
Enrollment details may be had from 
the university at Box 179, Dallas. 


97 A&S Forms Jire 
Disapproved In 
1959 By New York 


The New York department in 1959 
disapproved 327 A&S policy forms, 
of which 311 were individual policies 
and 16 were group and blanket forms. 
The majority of the filings were dis- 
approved solely because the underly- 
ing rates were not reasonable in rela- 
tion to the benefits provided. Only 57 
disapprovals were concerned with pol- 
icy provisions exclusively. There were 
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Consulting Actuary 
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jet development, sales talks, program-j 3,538 individual A&S contracts filed in 


the year, 3,049 group contracts, and 
5,754 combination group accident and 
life contracts. 

These facts are brought out in Su- 
perintendent Thacher’s preliminary re- 
port to the legislature on the 1959 ac- 
tivities of his department. 

A number of companies resubmitted 
their A&S forms and rates after they 
were advised that the department re- 
garded the rates originally submitted 
as excessive. Many existing forms were 
withdrawn from use as a result of the 
new legislation because the insurers 
did not want to meet the department’s 
standards, principally in connection 
with the reasonableness of the rates 
to be charged. 


Hospitalization Coverages 


In hospital insurance particularly, 
the report points out, rates were re- 
duced as much as 50% in some cases, 
based on the companies’ own experi- 
ence or recently published tables of 
industry committees. Frequent  in- 
stances of disapproval of hospital bene- 
fit forms because of unreasonable 
rates is expected to result in greater 
effort by insurers to obtain more 
credible statistical experience. In the 
light of newly available statistics on 
the cost of hospital and A&S insur- 
ance for older persons, the report con- 
tinues, it was found that many of the 
premium rates previously charged at 
the older ages, which had been de- 
veloped on a judgment basis, were ex- 
cessive. 

Recent amendments to the insur- 
ance laws produced refiling of rates 
and forms of credit life and credit 
A&S that resulted in rate reductions 
and the elimination of certain ques- 
tionable practices. The report notes 
that 141 group credit life forms were 
processed by the department during 
1951. Only three credit A&S forms 
have been filed for approval in accor- 
dance with chapter 583 of the laws of 
1959, which became effective last Oct. 
1, and only one has been approved. 


Stock Issue To Finance 
American Diversified: 
Holds Life Subsidiary 


American Diversified, Inc., of Den- 
ver, a holding company with subsidi- 
aries in life insurance and a loan and 
finance business, has filed a statement 
with the Securities & Exchange Com- 
mission seeking registration of 300,- 
000 shares of common stock to be of- 
fered to the public at $5 per share. 
Underwriter for the issue, Nation- 
Wide Underwriters, Inc., is a subsidi- 
ary of American Diversified. 

The SEC statement said: “The com- 
pany was organized under Colorado 
law on July 12, 1960, and intends to 
engage in the writing of life insur- 
ance and annuity contracts and al- 
lied lines through one or more sub- 
sidiary companies to be formed or 
acquired. It has organized two sub- 
sidiaries, Roosevelt National Life and 
Roosevelt Credit Corp., as well as the 
underwriting subsidiary.” 

The holding company will use the 
money to acquire the stock and en- 
courage of the growth of the subsidi- 
ary companies. 


Md. Tackles Problem 
Of Hospital Over-Use 


Over-utilization of hospital facilities 
is an important problem which de- 
mands the immediate attention of 
Blue Cross, Blue Shield, the Hospital 
Council of Maryland, and the Mary- 
land Medical & Chirurgical Faculty, 
Commissioner F. Douglass Sears of 


LIFE INSURANCE EDITION 


Maryland stated at the conclusion of 
a meeting with representatives of the 
four groups. Over-utilization is a fac- 
tor contributing to the current spiral 
of hospital costs and operates to the 
detriment of the general public. 
Can Resolve Problem 

The commissioner indicated that 
he felt that the organizations had it 
within their power to resolve the 
problem and that if they do not pro- 
duce a solution he will be forced to 
act under the authority the statutes 
give him to regulate Blue Cross and 
Blue Shield. 

He has called for a meeting of the 
four organizations for Sept. 20 to study 
over-utilization and formulate a pro- 
gram to curb the practice. Disclosures 
by Medical & Chirurgical Faculty in- 
dicate that the situation has reached 
proportions bordering on fraud and 
misrepresentation. The faculty has a 
report on the situation which will be 
issued soon. Representatives of the 
four organizations promised Mr. Sears 
full cooperation. 


National Life To Hear 
Von Braun At Opening 
Of New Home Office 


Wernher von Braun, one of Ameri- 
ca’s foremost rocket experts, will be 
the main speaker at the formal ded- 
ication ceremony at National Life of 
Vermont’s new home office in Mont- 
pelier, Oct. 11. 

Mr. von Braun was technical direc- 
tor at Germany’s Peenemuende rocket 
center in World War II. In the U. S. 
he has led the army ballistic missile 
agency at Huntsville, Ala. Last year 
President Eisenhower presented him 
with distinguished federal civilian 
service award. 





27 





Sun Life of Canada’s R. G. McKer- 
cher, associate director of agencies in 
charge of group sales, left, receives the 
results of the company’s record group 
sales month, June. Making the pre- 
sentation is G: J. Ferguson, group man- 
ager of the Dorchester branch in Mon- 
treal. The campaign, which was held 
in honor of Mr. McKercher, who will 
retire later this year, resulted in group 
life production of $123,235,561, annual- 
ized group A&S premiums of $203,- 
326 and group annuities totaling $5,- 
371,040. 





Premiums Refunded If No Claims 

Georgia Life & Health has brought 
out a policy paying $300 a month, $70 
a week or $10 a day up to $5,000 for 
hospital confinement from any acci- 
dent or sickness, while if death should 
occur in 20 years and before age 65 
all premiums will be refunded to the 
beneficiary. If the insured has no 
claims under the policy for 20 con- 
secutive years, all premiums paid dur- 
ing the period will be refunded in 
cash. 





HOW TO EARN MORE 


MONEY 


AND BE YOUR OWN BOSS DOING IT 


Now... 


possible with an amazing new contract 


get into the top earnings brackets made 


. specially 


designed for the personal producer who wants to be 
his own boss without the responsibility of agency 
building. Vested renewals provision; pension pro- 
gram; full promotional support to ‘help the right 


man grow! 


UNITED LIFE AND ACCIDENT 
INSURANCE CO. . 


CONCORD, NEW HAMPSHIRE 





Write H. V. Staehle, Jr., C.L.U., Field Management 
V. Pres., United Life, 5 White Street, Concord, N. H. 
STATES SERVED: Cal.* *, Conn., Del., D.C., Fla.* *, 
l.* +, Ind.* +, La., .Md.+, Me.*, Mass., Mich.* *, 
Miss.* +, N.H., N. J., N.C.**, ‘Ohio* +, Pa.* *, R.L., 


Vt¥+, Va.F + 


* Agency Building General Agents’ Opportunities 


Available. 


+ Special Personal-Producing General Agents’ 
Opportunities Available. 








A COLLEGE WITH CLASSROOMS 
ACROSS THE COUNTRY 

















No matter where you live in these United States, there’s probably a 
C.L.U. classroom close by — an opportunity for you to gain the technical 
knowledge that is needed to (1) accelerate your success in the life 
insurance profession, and (2) better serve the many clients who look 
to you for sound, intelligent financial direction. 


Our Company is an enthusiastic supporter of this important program 
administered by the American College of Life Underwriters — so much 
so that the Union Central Life agent is reimbursed for all authorized 
expenses when he receives his C.L.U. designation. 


THE UNION CENTRAL LIFE INSURANCE COMPANY, Cincinnati 
A Mutual Company — Founded in 1867 
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